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A slingback slip-on with 
manipulated vamp detail 
and built-up leather heel 


- another original by... 


Hil and Dobe 


Tandrite Calf, 
Color No. 549 Green 
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shoes 
make 


beauty-table news 


During September, October and November, mil- 
lions of American women will be eagerly reading 
Vitality advertising in America’s foremost maga- 
zines. The challenging headline, “Thrill to the 
Cosmetic Effect of Vitality Shoes” will stop women, 
induce them to read, and make them want to own 
Vitality Shoes in ever increasing numbers. In effect, 
this new national advertising puts Vitality Shoes 
right up on the beauty table! It sells Vitality fit and 


{, 


comfort as an active beauty aid! 

Leading stores have planned complete promo- 
tions, keyed to Vitality advertisements in Life, 
Ladies’ Home Journal, Good Housekeeping, 
Cosmopolitan, Mademoiselle and Seventeen. 
Numerous sales helps and ideas are available for 
your use. Your Vitality representative is anxious 
to help you work out the most effective Vitality 
tie-in Campaign for your store. 


more-for-your-money shoes 


Really Nationally Advertised 


Vitality Open ‘Road Shoes 


for Outdoor and Campus Wear Vitality Shoes for Children 


Complete range of women’s sizes and widths 
Made ty America’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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STYLE 4209 


STYLE 468% 


the complete line 
that retails protitably 


- UGS se ‘G75 


ei eheavy types for young men... 


French toes, Custom toes-everything you 
need for an across-the-board promotion to 
retail profitably at $895 and $8995 


HOLLAND-X<acine SHOES 


INCORPORATED 
HOLLAND, MICHIGAN 
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Here’s United Last’s Platform for °48 and Every Year: 


United Last Styling . .« 
United Last Locations . 
United Last Know-How 


United Last Research . 


Shoe style trends begin with the last. Year after year, United 
Last creations headline the style front as top-notch sellers. 


From branch factories strategically located, comes swift and 
reliable service paced to meet your needs. 


Dependable, precision-built lasts constructed to company-wide 
specification of the best obtainable materials. 


Product-wise and style-wise United Last research helps 
“spark” new ideas and methods. 


UNITED LAST CO., BOSTON, MASS. 





They just ean’t take it! 


Genuine reptiles are usually bark- 
tanned and are quickly and perma- 


nently discolored by steam. 


De not attempt te steam-seoften 


thermoplastic bex tees in rep- 

tile uppers. Get your Beckwith 
agent’s recommendatien in 
advance of cutting uppers. 
Depending upon which prac- 

tiee your conditions best faver, \ 


he ean elther supply you a 


dry heaters er arrange fer your 
temperary use of canned pre- 
ie selvent bex tees which 
require ne selvent wete 


ting at pulling-ever. 








with our celebrated Easi-Gaits*, the flexible 
light-weight welts that showed the fashion world 
just how smart a walking shoe can be! 
Walk-Over Easi-Gaits stride confidently into 
fall with trend-setting designs, mellow leathers 
. . . giving the quality performance that builds 


lifetime customer loyalty to Walk-Over. 


‘alk-Over prices from $12.95 
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the 9 MILLER MUSKETEERS 


(along with 11 other orthopedic styles) 

LA 
Scientifically designed, popular for 20 years, these 5, 
Miller Musketeer Lasts will in many cases prevent 


foot ailments . . . in other, aid in the restoration of Z LCG 4; 
foot health. 


IN YOUR SHOES 
REG. U. S. PAT. OFF 





Remember, these lasts are unlike any others; they fit 
as do no ordinary so-called orthopedic shoes. 


THE MILLER SHOE COMPANY 


4015 Cherry St. « Cincinnati 23, Ohio 


NEW YORK OFFICE CHICAGO, ILL. 
656 Marbridge Bldg. 1208 Republic Bldg. 


Also 
West Coast Representative 


ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 
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VINYL MATERIALS made from 
MARVINOL* RESINS 


offer these unique advantages 


UILD sales . . . assure customer satisfaction . . . by 
specifying materials made from Marvinol, the improved 
vinyl resin. Marvinol offers these advantages over other resins: 


More sales appeal! 


Smart accessories made with Marvinol can be obtained in a 
variety of brilliant hues, pastels, opaques...eye-catchers that 
are color-fast, odorless, smoother to the touch. Products made 
from Marvinol are more stable, offer greater resistance to heat 
and light. They’re tougher, longer-lasting, flexible, will out- 
wear leather many times. No warping, cracking, shrinkage or 
scuffing. They’re waterproof, greaseproof, unaffected by 
perspiration. 


Easy to work! 
> 


Moreover, Marvinol-based plastics are easy to work with, readily 
adaptable to fast production. They can be machined, cut, stitched, punched, 
cemented and polished. Marvinol resins are backed by years of intensive research, 
produced in the world’s most modern chemical plant. Production quantities are 
now available to plastic processors. The Glenn L. Martin Company, maker of 
Marvinol, does not compound or fabricate in the plastic field; but we will be 
glad to supply you with a list of companies now processing Marvinol resins. 
Write on your company letterhead to: Chemicals Division, The Glenn L. 
Martin Company, Baltimore 3, Maryland. 





— 
Sr 


ao e A , 


RESINS, PLASTICIZERS AND STABILIZERS PRODUCED BY THE CHEMICALS DIVISION OF 
THE GLENN L. MARTIN COMPANY ~- AN INTERNATIONAL INSTITUTION 
“BETTER PRODUCTS, GREATER PROGRESS, ARE MADE BY MARTIN.” 





® a chip off the old block 


Belleville doesn't make boys’ shoes in large sizes, 











fa = or men's shoes in small sizes to take care of father and son. 
pF = Shoes of the same design or pattern, yes — but each 

IN 7% a 5 made over special lasts with correct fitting qualities. 
\E7 For boys’ and men’s shoes you can depend on to build 

\ AN : a steady repeat business...in the $5.50 to $9.95 

\ i retail price range...write Belleville. 
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STYLE 7929 
MEN'S LAST 












STYLE 5929 
BOYS’ LAST 





BELLEVILLE SHOE MANUFACTURING CO - BELLEVILLE - ILLINOIS 


West Coast Representative: JACK COTTON 
940 South Dunsmuir Avenve + Los Angeles 36, California 
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THE Outstanding 
UPPER LEATHER 


P a ie 
— Aelpe Sel 
Your Shoes ) 





COPPERW'OOD NO. 432 


Burlee has that rich eye appeal which makes for immediate 
sales .. . gives long wearing comfort that brings customers back. 
again and again . . . offers these qualities in a price range attractive to both retailer and 
consumer alike. A truly versatile leather, unequalled for volume use in all types of men’s 
and boys’ footwear, women’s and girls’ loafers and casuals. 


BEGGS & COBB Inc. BOSTON, MASS. 
TT eee 

















3 THIRD PRIZES $50 


Write for @ sample of this fine Colonial leather. 
It will hélp you to think of a winning name. 
Remember that the name should be short, easy 
to say and to remember. It can be descriptive, 
such as Col-tan Elk, or Bovelk, two names 
which have already been suggested. 


The contest closes midnight, August 15. It is open to all residents of the United States except employees 
of the Colonial Tanning Company, Inc. and its subsidiaries, its advertising agents, and their families. 
The decision of the judges will be final, and all names submitted become the property of the Colonial 
Tanning Company, Inc. Contest subject fo all Federal and State regulations. Send your names to 


C clénial wun COMPANY, INC., BOSTON 11, MASSACHUSETTS 
POET E> 























You sell more shoes 
You make more money 
using Young Ideas 

by Young-Minded 
GENERAL SHOE 








Jarman Shoe Company 
Richland-Davidson Shoe Co. 
Dominion Shoe Company 
KBS Shoe Company 
Cedar-Crest Shoe Company 
Edgewood Shoe Company 
Barrett Shoe Company 


Sales Divisions 


Fortunect Shoe Company 
Bellwood Shoe Company 
Acrobat Shoe Company 
Storybeok Shoe Company 


A Carload of Wax---and a Shoe that packs ’em in your store 


@ Back, years ago, General Shoe was first in the USA 


to come up with the sparkling new idea of helping deal- 
ers pull more people into their stores . . by means of 
Window Shoes that shone like the evening star in a 
summer sky. 


© That bright idea consisted of applying by hand a 
mirror-like polish to a pair of shoes, treeing, forming 
and lacing them with the same care a florist gives to an 


orchid display, and making them available to Generz! 
Shoe dealers. 


@ Today this idea, involving a special department and 


car loads of the finest waxes, creates traffic, increases 


sales and raises profits for thousands of retail stores 


that carry General Shoe lines 


@ But what's this got to de with being \ oung-Minded? 
Simply this—that General Shoe has always studied the 


problems of retailers. discovering new ideas, new 


methods and new merchandising techniques that make 


shoe retailing a more profitable business—for YOU 


© In dozens of different ways it pays to do business 


with Young-Minded General Shoe 











(T WALKS 
ON AIR! 


Every day, hundreds of thousands of Americans are 
enjoying the thrill of walking on air! And thousands 
of dealers are cashing in on the popularity of this 
entirely different shoe. 









SLACKTATOR* 


for school girls. A classic style 
that is making history! 
Elk-tanned and sueded leathers, 
hand-laced to the 
Foamtread sole. Sizes 4-9. 
About $5.95 retail 


TON! 
All-time Foamtread favorite! 
Worn by thousands of nurses, 
waitresses, beauticians, housewives. 
Elk-tanned or sueded leather 


s 
in white and smart colors. 4-9. xe $ 
About $5.95 retail A ey se 
eT od ; “Y 
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EMILY 
Smart new two-strap, with closed 
toe and heel. Hand-laced to the 
one-and-only Foamtread sole. 
Elk and Sueded leathers. 4-9. 
About $5.95 retail 


T. M. REG. U. S. PAT. OFF. APPLIED FOR. 









* LEATHER INSOLE 
* INSULATION 
* SUPPLE LEATHER OUTSOLE 















60,000,000 HAPPY FEET 
SAY IT'S WONDERFUL! 


Foamtreads have been proved 60,000,000 times over 
from Alaska to Capetown and back again! In the past 
15 years, more Foamtreads have been sold, worn, 
enjoyed, than all the Model T’s and Model A’s com- 
bined. In the last half of 1948 alone, 2,000,000 pairs 
will be sold, Wellco dealers will profit! Be sure to 
get your share! 


* 


FOAMTREADS FOR 
EVERYBODY, EVERY 
SEASON OF THE YEAR 


On this page, three smart trim styles from the Fall 
1948 line of Foamtread casual shoes for women. 
Opposite, Foamtread slippers for all the family. Thanks 
to the unique Foamtread sole, these slippers are year- 
round sellers, not just Christmas items! 














WELL 


HERE’S HOW IT WORKS 


Diagram, left, shows hand-laced Foamtread shoe; 
principle is the same in Foamtread slippers. Midsole 
of foam rubber, with millions of air cells, sandwiched 
between insole and outsole. This foam rubber forms 
cushion for feet, yet feet never touch rubber. With 
every step, Foamtread sole takes a deep breath, 
absorbs shock of walking, gives long wear because 
it walks on air. 


MEN‘S ‘‘OPERA’’ 
at-home slipper in wool mixture, 


deep colors. Sizes 6 to 12, '2 sizes, 
about $1.98 retail. No. 818-103 













_WELKINS* 


LADIES’ 
LEISURE SLIPPER 


in warm felt, with fur collar. 


: : <= a Smart new colors. Sizes 4-9, 
age '2 sizes, about $2.98 retail 


No. 710-90 






ZIPP BOOT 


for men in double-woven wool 
mixture, warm colors. 
Waldes zipper. Sizes 6 to 12, 
2 sizes, about $3.95 retail. 
No. 1812-62 


cot 









INFANTS’ | 


in pink or blue felt, with white fur 
collar. Waldes zipper. Sizes 2-6. 
About $1.98 retail. No. 117-100 














TRADE MARK REG. U. S. PAT. OFF. 
PAT. NOS. 1955720 AND 2168243. 
OTHER PATS. PEND. FOREIGN PATS. 





“"FtRaaete*’ 


LADIES’ 
slipper. Soft felt, hand-laced 
to the Foamtread sole. Sizes 4-9, 
¥ sizes, about $3.95 retail. 


‘*EVERETT’’ 
Wellco exclusive double-woven 
wool mixture. Men’‘s sizes 
6 to 12, % sizes, about $2.95 
retail. No. 1810-75 
Boys’ sizes 2 to 6, about 


$2.95 retail. No. a 


/ 






CHILDREN’S WELKINS* 


for indoor-outdoor wear. Wool 
mixture or corduroy. Bright colors. 
Waldes zipper. Sizes 4-11, 12-3. 
About $2.98 retail. 
No. 1201-11 





FOAMTREADS NATIONALLY 
ADVERTISED in These Three 
Big-Circulation Magazines 


Six hard-hitting advertisements appear in these magazines 
between September and November, with readership totaling 
33,766,400. To help dealers tie-in so they can cash-in, we 
offer, free, a complete, practical mat service of newspaper 
ads and illustrations, plus striking displays for windows and 
counters. Promote Foamtreads — promote your own future! 
Nobody else can make this sole, no other sole can duplicate 
its comfort. For full information, write today to 


WELLCO SHOE CORPORATION, WAYNESVILLE, N. C. 
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Shoes — like men — are known by the company they keep. 
That’s why America’s finest shoes feature Soles by Rajah... 
with the kind of style that starts something . . . and wear that 
doesn’t know when to quit! Yes, Rajah Soles are tough and 
durable. They pass even the longest-wearing leather — and 
keep right on going! Customers recognize these extra values, 
of course — and that makes selling easier when the shoes have 
Soles by Rajah! 





AS ADVERTISED IN 


faquice 





Kajah sOLEs 


MOLDED ...... CREPE 

















ALFRED HALE RUBBER COMPANY, NORTH QUINCY 


ri. MASS, ; 
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... Lo make Firat Customers 


FAST CUSTOMERS... 


Health Spot Shoes develop business by developing “the 
way to foot comfort.” And, that is why you are operating 
a shoe store. The Health Spot line is not subject to fad, 
fashion, or mark-downs every season. They rank with the 
best in materials, construction, and styling — yet they 
prevent many foot ailments and do it better. 








YOU can participate in a merchandising plan that assures 
a stable successive profit for years abead by making Healt/ 
Spot Shoes a feature to nourish the growth of your 
capital assets. 








Nationally known for twenty-one years ... There are more exclusive Health Spot 
shoe shops and agencies than any other or:hopedic line of Men's, Women's and 


Children's Shoes. 


Health Apot Shoe Company 











1240 LAWRENCE AVENUE ° CHICAGO 40, ILLINOIS 


$0332 Black Llama Calf Wing Tip Bal 

Oxford. Medallion Tip and foxing: 
also $0352 in Chestnut Tan, $035! 
Cedar Tan. 


July 1, 1948 is 





t 
Let 4 This Fiddle Shank is designed to provide maximum 


strength consistent with the style of the shoe. The 


L oOo k C | ose ly broad heel part of the fiddle design provides lateral 


stability and the narrow waist is ribbed for full 


ata support through the arch. The toe part is flattened 
= to eliminate excessive thickness at the ball line. 
@| -F To maintain accuracy of curve and fit, the Vita- 





Tempering process imparts the structural strength and 


rigidity necessary for the proper support of a shoe. 


a gfe $8 DOME LIPETE IERIE : 
Pe errr: 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS KC 

















You can now get NEO-CORD’ 
soles and heels on oxfords 


The famous oil-resistant soles and heels of Du- 
Pont’s Neoprene* with Gro-Cord’s* exclusive 
Multi-Angle-Cord construction make an ideal 
shoe for service station men. Now available on 
oxfords as well as work and safety shoes. 


This Gro-Cord* product is specially suited to con- 
ditions that disintegrate ordinary shoes. Made 
We will gladly furnish a list of of fhe same material that lines gasoline pump 
a hose, it’s the answer to working conditions that 
rs mm involve extreme heat, grease, acids, caustics, 
*Trade Marks Reg. U. S. Pat. Off. and oil. The Multi-Angle-Cord construction 
makes it non-slip; thousands of safety engineers 

recommend it for industry use. 


GRO-CORD RUBBER CO., LIMA, OHIO 


pe VS EASIER TO SELL WITH 
13 
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NATIONALLY ADVERTISED SOLES — 
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Miller adjustable pack flat tree 


Plant this TREE in the 


minds of your customers! 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees... today! 


O. A. Miller Treeing Machine Company 


PLYMOUTH, NEW HAMPSHIRE 


Branch of United Shoe Machinery Corporation 











are made on lasts 


designed to keep 


e 

little feet normal 
~ YAN, 
van The scientific correctness of each 
ry Little Yankee shoe starts with the 
last. Each last is so designed and con- 


structed that it assures proper balance, 


\ 


“GREAT SHOES FOR LITTLE AMERICANS” 


firm support, solid comfort'and plenty of 
grow-room. That is why a child correctly 
fitted in Little Yankee shoes becomes 

COMMENDED 


the most valuable asset a shoe merchant Cisse aN Ser 


G 
Viiuem!/= Guaranteed by @ 

an ae mneazie Y 

c possess—a steady repeat customer GAZING Good Housekeeping 

e e f ¥ 

... If you are-not selling Little Yankee nor 45 aoyearists WES 


shoes now, why not write for details? 


THE YANKEE SHOEMAKERS . DIVISION OF SAM SMITH SHOE CORP., NEWMARKET, N. H. 














NEGLIGEE FOOTWEAR 


HE world’s most exquisite shearling footwear bears 
the name Baran . After years of unprecedented 
success, Baranee— pioneer and sole originator — is 
still the only one who can give you silken depth — 
lustrous brilliance — twelve magnificent birthstone 


colors— many exclusive Garanee styles. Custom 


platformed for comfort and smartness. 











Style One Hundred and One 


For details concerning a Garanee Franchise in your city write to 
DIANAFIX CORPORATION + 190 WEST 237th STREET - NEW YORK 63, N. Y. 
PARIS, FRANCE * 7, RUE BERGERE *Reg. U.S. Pat. Off. 





smart 
move... 


GOING UP? 





SUMING AAS 


ZAEt a enn aan 
gOFT Sines FOR Ninn WEAR 


JUMPING-JACK DEALERS Ss 


QNE OF MY ASSOCIATES has just placed the SUPPLY OVERWHELMING PUBLIC DEMAND 
following note upon my desk, thinking that 
it might make the basis for one of my squibs: 





It's a smart move that pays extra 
profits on easy sales. Jumping-Jack 
—“Before the war I usually stopped at the dealers from coast to coast find public 
news stand on my way home and would buy 
a package of cigarettes for 15c and an evening 
paper for 3c, and a national magazine for 10c. 


demand for their product a reservoir | 
of continuing sales month after month. 


. 





—“Last evening the same procedure cost me ‘ q = 
; - a SALES “aes 

20c for cigarettes, 5c for a newspaper and 20c 

for a national magazine. 








— “Total pre-war cost 28c—Today’s cost 45c, 
or an increase of 60 percent, plus. 











—“What’s the answer?” 
































The above minor item is just one of a multi- 
tude in Mr. and Mrs. John Q. Public’s budget 
which indicates today’s cost of living and causes 
concern, confusion and irritation to the average 
man’s economic thinking. 


The $64. question is: “Are today’s prices too 
high, too low, or just NEW NORMAL? 








I'll be interested to get your reactions. Get out PREVENTS FRICTION * RETAINS SHAPE BUILDS CONFIDENCE FOR “FIRST STEPS 
“hk ; Number one (left) Patented Jumping-Jocks 
a — and drop me a line. shows cramped toot help prevent ankles from 
| and friction due to turning ...assure more 
| improper balance. healthful wolking from 
Number two (right) the start. Extra satis- 
shows foot freedom, faction assured by su- 
j ond equol distribu- perior craftsmanship 
i tion of weight. ond moterials. 


Sth Tien | 


President | 
Boot anp SHos REcoRDER 


VAISEY -BRISTOL SHOE COMPANY, INC. 


625 SOUTH GOODMAN STREET + ROCHESTER 7, N 
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> SUPERGRIP * 


» Sole Attaching 


Cement 
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by EUGENE J. HARDY 





While Administration advisers continue to talk up the need for government 
controls on production of basic materials and commodities, hides, skins and 
leather are not a part cf these discussions. 

A special interagency committee on the need for further economic controls, 
established under White House auspices, has been making individual studies of 
various commodities. Tentative recommendations calling for controls on iron and 
steel and other commodities have been made by this group. The studies cover the 
supply and cCemand picture for the 12-month period beginning July 1, 1948. 

It is the opinion of many Washington observers that in the case of certain 
industries where raw materials are in short supply, controls and allocations 
might receive more serious consideration after the election, when they could no 
longer be seized upon as a campaign issue and by which time the national security 
program and the requirements cf the Economic Co-operation Administration will 
have imposed a further strain on available supplies. The present feverish 
activity in building is attributed in part by some to a desire to make the most 
of the opportunity to obtain needed materials while the market is free of controls. 

A detailed study of the hide, skins and leather situation has not been 
undertaken since it is felt that nothing short of an all-out defense effort 
will make it necessary to control this segment of the nation's economy. 

Illustrating the Washington view of the shoe and leather situation, is the 
prediction that second quarter footwear production totals will reveal a sharp 
curtailment in the manufacturing industry. As a result, it is expected that supply 
and demand will be more nearly in balance. Actual output for the six-month 
period ending March 31, 1948, was substantially above consumer takings, accord- 
ing to these sources, indicating the addition of important quantities to 
inventories. While total stocks on hand are not estimated to be as high as those 
normally carried by retailers in the prewar years, they are larger than at any 
period since the end of the war. 

Reluctance on the part of retailers to purchase in quantities greater 
than actval business in sight is attributed to an awareness on the part of the 
retail trade to the dangers of heavy stocks in view of mounting price resistance. 

Production during the second quarter is expected to show a substantial 
decline from the unexpected large volume in March and will probably average 
approximately 35,000,000 pairs a month, according to these sources. Consequently, 
manufacturers are also expected to keep their inventories to a bare minimun. 


* * 

ECA Administrator Paul G. Hoffman has announced the appointment of 
Nathaniel Knowles, Jr., as Director of Statistics and Reports for the Economic 
Co-operation Administartion. 

Mr. Knowles was formerly assistant to the president of The Hanover Shoe 
Co., and Sheppard & Myers, Inc., Hanover, Pa. During the war years, he was with 
the War Production Board, and served as chief of the program control branch, 
Army Service Forces, and later as a colonel in the Army. 
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ALLURING FOOTWEAR 


Shoemakers Since 1874 


Seen in VOGUE, July 1, issue 
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Quaint decor om new profile 
Tweedia Footwear Corporation 
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W. W. STEPHENSON, executive 
vice-president of the National Shoe 
Manufacturers’ Association, answers 
what he terms “irresponsible criti- 
cisms of the pricing and produc- 
tion policies of the shoe industry”: 

“During the past year, columnists 
and feature writers have erroneously 
and fallaciously criticized the shoe 
industry for reducing production to 
bolster the prices of shoes. The 





principal reason we have been sub- 
ject to criticism is that we provide 
a convenient example of what busi- 
ness writers want to write about. 
Many of these writers have been 
‘dusting off? their depression eco- 
nomics and we happened to be the 
first group which provided them 
with some figures to play with. 
“Persons familiar with the shoe 
industry know that the idea of man- 
ufacturers cutting production in 
order to maintain shoe prices is 
utterly absurd. The Department of 
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Commerce Survey of Current Busi- 
ness pointed out in May 1947 that 
the shoe industry was the first major 
industry to show a substantial drop 
in production after the war. 
Coupled with the drop in shoe pro- 
duction, there was a substantial in- 
crease in shoe prices. It was too 
much to expect some writers to 
refrain from linking these develop- 
ments in a cause-and-effect sequence. 
Few writers know that the shoe in- 
dustry is one of the most competi- 
tive of all businesses. 


“Any individual manufacturer’s 
situation with respect to production 
is essentially like that of a wheat 
farmer. So many shoes are made by 
so many different manufacturers 
that any one producer’s output has 
no apparent effect upon the market. 
This is clearly borne out by the 
record. The low point in shoe pro- 
duction came in 1930, long before 
the depression became serious. In 
1930, 304 million pairs of shoes 
were produced. In 1931, production 
was 316 million pairs; in 1932, 
313 millions; and in 1933, 350 
million pairs. The average factory 
price, however, fell from $2.39 in 
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1930 to $1.57 in 1933. Industry 
profits which had been $44,000,000 
in 1929 fell to minus $11,000,000 
in 1932. 

“In addition to being highly 
competitive, the shoe industry is 
unlike most other manufacturing 
industries in that its principal raw 
materials, hides and skins, are by- 
products. The supply is not re- 
sponsive to price. To pay more for 
hides has little or no effect on hide 
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production. When hides are scarce, 
the price is high; when plentiful, 
they are cheap. Shoes move corre- 
spondingly, because hides make up 
more than half of the cost of 
leather and leather constitutes ap- 
proximately 50 per cent of the 
factory price of finished shoes. 
“Shoes today are reasonably 
priced in relation to current in- 
comes and consumer spending, but 
this is by accident rather than by 
design. It is people’s needs and 
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consumption standards that govern 
shoe production. Prices meanwhile 
reflect the pressure on the raw ma- 


terials market.” 
* *# « 


JHE CONTROLLERS’ CONGRESS 
of the National Retail Dry Goods 
Association has just issued the 1948 
Departmental Merchandising and 
Operating Results of Department 
Stores and Specialty Stores—“as a 
yardstick of performance and an 
aid to management in storewide 
planning.” 

This comprehensive study devel- 
ops meaningful and authoritative 
data on departmental merchandis- 





ing operations, sales and inventory, 
during 1947 and starting with “1947 
In Brief,” goes on through “Mer- 
chandising Operations—Interpreta- 
tions and Trends,” “Economic Re- 
view and Outlook” and gives in- 
valuable facts and typical figures 
for “Department and Specialty 
Stores for 1947 according to Size 
of Store,” etc., including men’s, wo- 
men’s and children’s shoes. 

For the 1948 Outlook and Policy, 
we quote: “The prospects for 1948 
briefly sketched suggest that one 
may reasonably anticipate the con- 
tinuation of the major economic 
trends delineated by this 1947 re- 
view. Dominating the course of 
business activity will be interna- 
tional commitments and the re- 
sponse in this country to diplomatic 
moves. The nation’s economy, al- 
ready straining with domestic de- 
mand for nearly all types of pro- 
ducers’ and consumers’ durable 
goods, must currently meet the re- 
quirements of the six billion dollar 
Marshall Plan and a sixteen billion 
dollar defense-spending program. 
Upward surges in commodity prices 
and extended material shortages are 
certain. 

“Available manpower is due to 
experience stress, and competition 
for jobs will diminish rather than 
increase. More money will be 
poured into the channels of dis- 
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tribution by the government’s for- 
eign and domestic spending, by 
industry through expanded private 
capital formation and by individ- 
uals through the five billion dollar 
income tax reductions. Barring the 
return of economic controls, the 
level of retail prices may be ex- 
pected to rise, wages increase and 
industrial production advance. 
“For department stores there is 
the likely prospect of expanded dol- 
lar sales. Total sales in department 
stores should exceed the 10.6 bil- 
lion dollars of 1947. Some of this 
increase will be occasioned by ris- 
ing prices stimulated by strength- 
ened inflationary tendencies. Ex- 
penses will move up the break-even 
point another notch. Nevertheless, 
trade-wide, the year’s net profit will 
approximate the 1947 rate; pre- 
cluding extensive price competition 
during the last half of 1948.” 


* > * 


S)EEPLY INTERTWINED with the 
history of America, roots of the 
shoe and leather industries in this 
country extend far back into colon- 
ial times. This is true, not only of 
New England, but of New York 
and other places on the Atlantic 
seaboard. A plaque honoring the 
memory of John Harpindingh, who 
operated a business as tanner and 
boctmaker nearly 300 years ago at 
Broadway and what is sow John 
Street—so named in Harpindingh’s 
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honor—was affixed to the entrance 
of the building of the Bankers 
Federal Savings Association, 24 
John Street, on June 9th. The Maid- 
en Lane Historical Society con- 
ducted appropriate ceremonies. 
Harpindingh owned considerable 
real estate in the latter half of the 
1600’s on what was then Golden 
Hill but is now the heart of the 
city’s insurance district. He was 
active in civic affairs and some- 
thing of a philanthropist. He owned 
most of the property on John Street, 
which he acquired at a cost of 
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about $250. Today John Street, ex- 
tending from Broadway to the East 
River, is the site of jewelry firms, 
banks and insurance companies 
with assets running into the bil- 
lions. 
eo *# # 

‘SWHAT’S IN A NAME?” — At 
the recent Dallas shoe show, Bert 
Wadley, Portage Shoe Mfg. Com- 
pany salesman, who lives in Ennis, 
Texas, introduced two of his cus- 
tomers who met for the first time. 
One was Sarah Schuh of Port Ar- 
thur, Texas, and the other was 
Leroy S. Leatherman of Alexandria, 
Louisiana! 
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“Mind bringing some rubbers out, so I can get in to buy some shoes?” 


Boot and Shoe Recorder 











Replacement Costing in Shoe Trade 


Irving R. Glass Declares Principle Inseparable from Stabilized Inven- 


tory Valuation — NSRA Admits Soundness of Theory But Questions 


Whether It is Practical in Shoe Store Because of Seasonality in Buying. 


SPEAKING before the Footwear 
Industries Section at the convention 
of the National Association of 
Credit Men in Cleveland, May 19. 
Irving R. Glass, executive vice- 
president of the Tanners’ Council 
of America, discussed, among other 
things, the subject of retail shoe in- 
ventories. Due to the fact that the 
space available for the news report 
of this session in the RECORDER 
of Jure 15 was limited to a brief 
summary of the several addresses, 
that portion of the address of Mr. 
Glass which dealt with this timely 
and important subject of inventories 
is continued in this issue. He spoke. 
in part, as follows: 

“We are faced in the shoe busi- 
ness with the very disconcerting sug- 
gestion that normalcy in a prewar 
sense has returned. That is most 
clearly evident in the reappearance 
of the twin-humped camel of sea- 
sons, the existence of more adequate 
retail inventories, and the tendency 
of retailers to buy shoes as close to 
the time of seasonal need as pos- 
sible. . . 

“fn rebuilding and maintaining 
adequate working inventories, many 
retailers have belatedly realized the 
effect of postwar costs upon their 
capital. Until OPA ceilings were re- 
moved, shoes had probably been 
nearer prewar costs than any other 
general class of merchandise. With 
the end of controls, costs in this 
country moved into line with world 
markets. Shoe costs and prices ad- 
vanced, not any more than the gen- 
eral price level, but the advance was 
accomplished in a shorter period 
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IRVING R. GLASS 


Executive vice-president, 
Tanners’ Council of America 


than was the case with lots of other 
goods which had been inching and 
creeping up over several years. Is 
it surprising, therefore, that inven- 
tories and the capital cost of main- 
taining needed stock has suddenly 
become such a vital question in the 
retail shoe business ? 

“To do the business which $1 of 
capital accomplished a few years 
ago, a retailer may require some- 
where between $2 and $2.50 today. 
In addition to the increased cost of 
merchandise, the cost of doing busi- 
ness, of labor, rent and other over- 
head, has also advanced sharply. 
Like most business men, the retailer 
finds it difficult or is reluctant to deal 
with the details of operating costs, 


but he can recognize the bulk figure 
of merchandise costs and the conse- 
quence of inventory investment. He 
is aware of inventory risk and his 
thinking is incessantly devoted to 
getting out from under before mak- 
ing any new commitments or in- 
vestments. Original cost of goods 
weighs heavily on the mind of the 
merchant and it is a major contrib- 
uting factor to the spasms of ac- 
tivity and inactivity which charac- 
terize our business. Primary cost 
levels may change, but the expres- 
sion of price at retail stays rigid. 
because the retailer wants to recoup 
an original cost or worships the 
idol of fixed price lines. 

“This is certainly not a new prob- 
lem: it has plagued the industry in 
years gone by. I suggest, however. 
that it bespeaks thinking which can 
certainly be streamlined and mod- 
ernized. Is it unthinkable that re- 
placement costing and _ stabilized 
inventory valuation have a place 
in shoe retailing? I know that sea- 
sonality of demand, the persistent 
cantankerousness of consumers in 
wanting to buy shoes at certain 
times of the year, can be cited as 
an objection. But, that objection 
does not stand up in light of the 
fact that in the poorest month of 
the year, consumers buy 79 per 
cent of the shoes which they would 
buy if business were evenly spaced 
through all twelve months. 

“I want to emphasize that re- 
placement costing and _ stabilized 
inventory valuation are inseparable. 
Some larger retailers, as you know, 


[TURN TO PAGE 50, PLEASE] 
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BARLY FALL FAVORITES 


Our of the bewildering number of new patterns shown 
these past months at Boston, New York and Chicago 
shows, certain definite trends have emerged for Fall. 
Pumps, both open and closed; straps, both ankle and 
instep, are the number one best sellers for early Fall. 
No startling news in that, perhaps, but there is an op- 
portunity for promoting and selling more than one kind 
of pump and one kind of strap, and of a kind that will 


by ELEANOR M. RUTTY 


_~ 
Combining of two colors, here 
important brown and cinnamon, 
and 14/8 wedge, trends to watch. 
I. Miller. 


& Benjamin. 


La Valle. 


Important for Fall, medium 
Louis heel, instep strap. Note 
new vamp treatment. Schwartz 


Still strong for Fall, sling pump, 
open or closed toe. Shown on 
21%4/8 heel, 1% inch platform. 


appeal to the great majority of your customers, since 
there is nothing exaggerated or gingerbread-y in the best 
of these pumps and straps. 

The controversy of open vs. closed pumps arouses 
very little excitement now. Sling pumps are currently 
selling very well in the stores. A number of high style 
manufacturers look to their continued popularity for 
Fall. They may have open or closed toes, and be with or 
without platforms, but the preference seems to be for 
platform soles, one quarter to one half inch in height. 
Newest looking of the closed pumps, seen up to now, will 
be the pump with more slender vamp and curved Louis 
heel. While the “shell” pump is expected to carry on in 
many lines, it presents such problems of fit, except when 
it is fitted snug at the toes, that it must be discounted 
for many of your customers. There will still be plenty of 
closed pumps with wall lasts or modified baby toes to 
please the woman who wants a tailored pump of a classic 
type or the girl who still likes the round, short vamp. 
You can promote all of these pump types with the appeal 
directed to your different types of customers. 


Two tones of grey Hockanum 
flannel make for smart styling 
in this youthful suit for early 
Fall. 




















































CLARIFY STYLE TRENDS 


As to straps, ankle straps, we all know, have not run 
their course yet, and still have a strong appeal for many 
women and girls. Even some of the women to whom they 
are not at all flattering will want them, so you can safely 
promote them. We show one on these pages with the kind 





Illustrating style interest in 
lower straps and double straps 
in this tailored ostrich shoe. 
Grossman’s. 














Evins, 


sory colors, — 


The 18/8 heel, the ankle strap, 
the opened-up vamp, all leading 
Fall trends. Andrew Geller. 


The high-riding silhouette slated 
for high style interest. Note 
double strap and Spanish heel. 


Tailored suit of Hockanum 
worsted in black and brown mix- 
ture, good foil for many acces- 


of opened-up vamp that is proving very popular in both 
pumps and sandals. Instep straps seem to be growing 
in demand, one reason being their excellent fitting quali- 
ties. Newer looking than buckles are the buttons being 
used on these lower straps. 

Heels are of unusual interest this Fall since no one 
seems quite sure about the popularity of the Louis heel. 
It seems to be generally agreed that this heel in a medium 
height, the baby Louis, is most successful at present. The 
almost unprecedented demand for really low heels, not, 
of course Louis, has been an interesting development 
this Spring and at the showings of Fall shoes. The con- 
tinued strength of the low wedge is also something to 
bear in mind. Variety in heels and heel heights give 
other dramatic promotion themes and the opportunity 
to sell that extra pair. 





























MERCHANDISE 
SOURCES, left to right: 
Recordia Manufacturing 
Co.. Inc.; Lyon Sandal 
Co.: Shoe Division Ful- 
ton Leather Goods Co. 


UERCHANDISE 
SOURCES, photo at 
right: A “Slipper Craft” 
Sandal by Julius Gold- 
stein: C. A. Grosvenor 
Co. 


UERCHANDISE 
SOURCES, photo lower 
left:.Offtimer I. B. Klein- 
ert Rubber Co.; and a 
strap sandal from Pace- 
maker Plastics. 


ers and Sandals: veer -sesr wer 


A good retailer, like a good bird dog, can spot a promotion a mile 
away and, as a result, his work is usually more pleasant and 
brighter than that of his fellow merchants who take the path of 
least resistance and sell the same types of shoes year after year. 
His profit statement, too, is usually a bit brighter than some of 
his other confreres who, like badly trained bird dogs, are forever 
flushing cover for any promotion that might lead to an extra sale. 

Now, right at the height of the sandal selling season the 
questions might well be asked, “What volume are you getting 
from sandals in your current selling? How important will they 
figure in your cruise and resort selling some months hence? Will 


MERCHANDISE SOURCES, left to 
right: Sandalized welt oxford from 
Winthrop Shoe Co.; a sturdy Roman 
sandal from Sandal Craft, Inc. 


For That EXTRA SALE 


Often the So-called “Extra” Sales Is a Pairage 
Killer in Disguise. Not So, Sandals and Slip- 
pers—They're Worth Sustained, as well as 


Seasonable Promotion. 





point 
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MERCHANDISE SOURCE, below: “Cherokee” and “Tuxedo” from 
L. B. Evans’ Son Co. 


your promotion of sandals be more intensive next Spring and 
Summer.” Sandals, certainly, should be part and parcel of the 
selling operation of every store claiming to do a men’s style job. 
fhey are good salable merchandise which, given a reasonably 
intelligent promotion, do produce extra sales. And, in these days 
of price resistance, they offer the possibility for an extra pair at 
a price the customer is willing to pay for his leisure second pair. 
They make an admirable starting point for the retailer who is 
anxious to expand his extra pair sales and an even better stopping 
point for the retailer who has gone too far afield from the shoe 
business in seeking accessories to sell. The patterns illustrated 
on these pages show the diversity of styling, the good looks and 
the wearability manufacturers of sandals have put into their 
patterns which are currently selling actively in retail stores. 


SLIPPER selling, formerly a Christmas, birthday and special 
event promotion, is commanding more respect from merchants 
these days when extra pair sales really do count. Unlike the 





slipon and sabot strap leisure shoe which leads a double life 
out-of-doors and at the hearthside too, slippers are strictly an 
after-hour stay-at-home proposition. The extreme postwar popu- 
larity of the moccasin slipon killed literally hundreds of thousands 
of slipper sales, But the slipper manufacturers have snapped 
right back and have produced a variety of patterns and colors, 
designed to sell male customers, not the mother—wife—-sister 
bridgade, who in prewar years purchased most of the slippers 
worn by men. Slippers are swell for gifts, but they’re even better 
when sclected by the man who will ultimately wear them. Fit is 
an important consideration in slipper selling. Certainly, a man 
should be permitted to wear his favorite pattern and color unin- 
hibited by the fetishes of a female selection. One ruggedly indi- 
[TURN TO PAGE 58, PLEASE] 
MERCHANDISE SOURCES, below lower left: Fulton 
Leather Goods; right: Grosvenor; the two upper slippers 
from Sandal Craft. 











BRONZE PROMOTIONS 


RING THE BELL... 


Follow the Gold Rush with Bronze 


Promotions. Offer All-Over Bronze, 





Aa THAT GLITTERS Is NOT 
GOLD! No, not at all. It will be bronze or copper for 
your Fall into resort promotions. Metallic finishes on a 
variety of leathers promise to add highlights and spice 
to both Fall ready-to-wear and Winter resort clothes. 

While bronze and copper are both offered, bronze is 
most likely to succeed on popularity rating scales because 
it goes well with a variety of costume types and colors. 
Several new variations of the old-fashioned bronze finish 
are available. These give tones from light to dark copper 
bronze, antiqued green, and dark bronze on kips, kid, 
calf, side leathers and reptiles. Side leathers and kips 
will be found in casual shoes for Winter resort promo- 
tions. Available in handbags and belts as well as shoes, 
bronze offers a complete promotional unit, 

Choose your potential best-sellers from a wide range 
of shoe patterns in all-over bronze, two-tones, including 
suede combinations of bronze or bronze lizard. Many 
types of shoes are covered ranging from dressy or casual 
flat and low-heeled shoes to tailored and dressy high- 
heeled shoes. Be certain that you include plain, simple 
outlines made dramatic by these metallic tones. 

Promote flat or low-heeled types for wear with tailored 
woolen dresses, campus clothes, as well as date and tea- 
dance clothes for the younger set. Promote two-tones 
such as suede with reptile or smooth leather combina- 
tions for town wear to pick up highlights of mahogany 
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Two-Tones in a Wide Range of Pat- 
terns from Casual to Dressy. Show 
Matching Accessories to Glamorize 


Displays and Attract Extra Business. 


For wear with casual clothes 
as well as formal dates pro- 
mote this pretty bronze sandal. 


Formal occasions call for all- 
over bronze in fresh looking 
| patterns such as this high but- 
ton strap shoe on a Louis heel. ——— 









With dressier town clothes and 
late afternoon dresses, team 
this ankle strap pump in 
suede combined with bronze. 


tones, dark greens and dark blues found in ready-to-wear. 
Promote all-over dark bronze for dinner and evening 
[TURN TO PAGE 51, PLEASE} 
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PROMOTE SATIN AND SUEDE FOR 
BARLY FALL 


et 

Wacr can I promote to attract early Fall 
business?” “What will start the season rolling?” 
These or similar questions are on the minds of 
many shoe retailers throughout the country. As 
a guide, several early Fall promotion ideas are 
offered here. 

Concentrate, for a moment, on satin and the 
promotional possibilities it presents this Fall, 
more than ever before. All-over satin, silk and 
rayon damask with embroidered satin designs. 
satin combined with taffeta, crepe or wool, satin 
trimmed with beading, are all offered in Fall 
ready-to-wear styles. With the trend toward a 
more formal ladylike feeling in clothes, and with 
the use of luxurious fabrics with rich trimmings, 
shoes and accessories have been designed to carry 

[TURN TO PAGE 51, PLEASE } 


Elegance for dressy moods is stressed in this group. Satin 
sandal by Jerro Bros. Satin handbag by Surrey Handbags. 
Doeskin gloves, American Made by Meyers-Make. Satin 
belt with bugle beaded buckle by Midtown Belt Co. Satin 
scarf by Brooke Cadwallader. 








by BETTY TURCOTT 


Attract “Extra Business” with Carefully Planned Shoe and Ac- 
cessory Promotions. Sell Luxury Items to Accent Fall Wardrobes. 





“Ankletrim by Dazee” is an interesting 
new ornament available in chains of 
gold or rhinestones, the patented in- 
vention of Daisy Schapiro, New York. 
A silk velvet ribbon with shoe lace tips 
or bow of gold kid attaches it to the 
back tab of the shoe, or a simple altera- 
tion on a plain back shoe provides easy 
attachment. It is warranted not to in- 
jure nylon hosiery. The item is being 
prominently featured by fashionable 
shops in New York and elsewhere. 


Good taste is expressed in this coordinated 
unit. Suede shoe with geld piping by Hamil- 
ton, Scheu & Walsh Shoe Co. Suede handbag 
with gold frame by Alan Miller. Suede glove 
with gold trim by Fownes Bros. Silk scarf 
with metallic design by Glensder Textile 
Corp. Suede belt with gold trim by Slote 
& Klein. 
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Smashey Shoe Store in 
Bridgeton, N. J., which con- 
tinues to operate under the 
executive leadership of 
Isaac C. Smashey. 


120-Year Busines Continues Though 
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c ya So 
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WHEN, in 1828, the late James 
Smashey moved from Philadelphia. 
to Salem, N. J., and there on Mar- 
ket Street established the first shoe 
shop that thriving community had 
ever had, he had no idea that 26 
years later the property on which 
his already-twice-moved store stood 
would be bought by the Presbyter- 


ian Church and that he would be 
forced to move across the street to 
a location at No. 73. 

Nor did his grandson, Isaac C. 
Smashey, former mayor of the city. 
anticipate that in 1948, Smashey’s 
Shoe Store at 176 East Broadway. 
that city, would be forced to close 
its doors because of the acquisition 
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of the store site by the F. W. Wool- 
worth Company in pursuance of its 
expansion plans, and Mr. Smashey’s 
inability to find another property 
suitable for the business so ably 
built by his grandfather. his father 
and himself. 

The Smashey however, 
will continue to be associated with 
successful shoe store operation, 
Mr. Smashey, 


name, 


since no longer 


young but still vigorous, will con- 


At 

Hg Sy IN FORCE a 2 

5 a ii tinue to be executive head of an- 
a7 Spine Sol 15 other established store under his 


name in Bridgeton, N. J., and thus, 
indirectly at least, can carry on the 
claim, first made when, in 1928, 
the Salem store celebrated its 100th 
anniversary, of being the “oldest 
shoe business in America operated 
continuously by the same family.” 

James Smashey died in 1864 and 
was succeeded by Isaac C. Smashey, 
Sr., who carried on the family tra- 
dition by selling ready-made shoes 
and making custom footwear for 
the men and women of Salem. At 
his death, his son, then Isaac C. 
Smashey. Jr.. took over. 


ise7 Gard er ag Permit to make custom shoes granted in 
C= i ‘AY 1865 to the father of the present owner 








of the Smashey business. Fee, $10 
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The Smashey business, from its 
founding to the present day, has 
been built on a shrewd knowledge 
of what people want. Customer sat- 
isfaction was no less potent in 1828 
than now in creating sales and as- 
suring repeat business. A letter 
written by a Miss Van Meter long 
before the Civil War and now in 


markable example of this. Miss 
Van Meter wrote: 

“The first shoe shop opened in 
Salem was by Mr. Smashey (I for-_ 
get his first name), the ancestor of 
the families of that name in Salem 
now. This Mr. Smashey was very 
superior in his workmanship. He 
came from Philadelphia and mar- 


Mr. Smashey’s possession, is a re- _ ried a Miss Coffee, a member of an 





to the Post aM: Dr. 


<“- freer om , at Salem, N. J. 


To Newspaper, Pamphlet and Letter postage, 





From 4 73,*, to :On/™*/84$o0 & 2743 
: eceived payment, 
ISAAC C,. SMASHEY Z P. M. 
Owner of the business, who 
was recently elected trea- wannnann mw 





surer Middle Atlantic Shoe 
Retailers’ Association. 


Nhoe Store Closes 


Postage receipt for 43 cents issued in 
1840 to James Smashey. 


Smashey’s, Said to Be the Oldest Firm of Its Kind in the 
United States Operated Continuously by One Family, Loses 
Lease in Salem, N. J., but Will Operate Another Store Already 
Established in Bridgeton, N. J. 





old Methodist family, and Mr. 

E STOR Smashey was a Methodist. He kept 

ready-made shoes of every descrip- 

tion for sale, or made to order. 

Ladies ceased going to Philadel- 

phia to buy—Mr. Smashey was so 
competent.” 

Of Mr. Smashey’s grandson it 
may be reported that he has been 
elected to high office several times 
by the membership of the Middle 
Atlantic Shoe Retailers Associa- 
tion, itself a 35-year-old institution. 
He has been a member of its board 
of directors for 30 years; served as 
its president in 1935 and again in 
1936; and, on May 17 of this year, 
was made treasurer. 














GERMANY Makes 
hoes of SCRAP META 


Unable to Pay 1000 Marks for a Pair of Shoes on the Black Mar 
ket, Many Berliners Have No Shoes at All. To Meet the Situatio 


Two Men Have Designed Footwear of Scrap Metal and Plastic 


Konrad Modraik cuts a piece 


Soles are of Metal; Uppers Plastic, with Synthetic Wool Linin 


of scrap‘aluminum to be used Thermite and Water Inserts Keep the Shoes Warm for a Wee 


as the heel of a shoe. In the 
foreground are parts of the 
shoe ready for assembly. 


The aluminum outersole is attached to 
an innersole of spring steel. The outer- 
sole is made in three parts which pro- 
vide the required flexibility. 


Mr. Modraik left, former ash tray designer, 
and Kurt Passer, designer of industrial ma- 
chines, examine their metal shoes for flexibility. 


Here are the scrap metal shoes in order of assembly. Left to 
aluminum outersole and spring steel innersole; aluminum heel and 
tional fiber walking surfaces; innersole and heel with all sections attac 
the completed shoe with plastic upper and synthetic wool lining. 


The walking surfaces of the heel and sole aré constructed of 
or synthetic rubber. By removing screws, the worn sections 
be replaced, as demonstrated in this photo. 
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Dr. Morton Hack of Hack Shoe Company fits a pair of nurse’s shoes to the winner of the “Correct 
Shoeing for Nurses” essay contest, Mrs. Bessie Officer, R. N. Seated alongside is Miss Alice L. Smith, 
R. N., second prize winner. Miss Lucy Germain, R. N., Director of Nursing, Harper Hospital and 
president of the Detroit District, Michigan State Nurses’ Association, and Mrs. Thelma Brewington, 
R. N., executive secretary of the association, are interested spectators. 


LUEPRINT 


For an IDEAL Nurse's Shoe 


JHE HACK SHOE COMPANY, in conjunction with 
the Michigan State Nurses’ Association, held a contest 
recently to determine the requisites for the ideal nurse’s 
shoe. Of the twenty subjects covered by the question- 
naire, unanimity was disclosed only in regard to laces 
and the combination last. One hundred per cent of the 
entries wanted mercerized laces and two-width combi- 
nation lasts. Daily washing of shoe laces appears 
to be a major bane of the nurse‘s existence, and many of 
them specified a preference for rubber, plastic or rust- 
proof metal eyelets. 

More than two-thirds of the nurses polled favored 
long counters, wide rigid shanks, leather soles and 
heels with white rubber toplifts. There was a decided 
lack of agreement on the height of the heels—the one 
basic factor on which rested the idea of establishing a 
Detroit District Nurse’s Shoe. 

As an attempt to discover what were the most de- 
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sirable features in a nurse’s shoe, from the viewpoint 
of the nurses themselves, the essay contest was a suc- 
cess despite the divergence of opinion. Mrs. Bessie 
Officer, R. N., a public health nurse in Detroit, won first 
prize. Simply and concisely, she set down her case for 
the “Correct Shoeing for Nurses” as: 

“Goody! Two shoes! But most important, two shoes 
that feel ‘good’ on two active feet. Whether a nurse is 
doing hospital or public health nursing, comfortable 
—yet attractive—shoes are very important. Aching feet 
soon put a crimp in one’s disposition and inertness in 
one’s performance. Since a nurse cannot afford to be 
sluggish or ill-tempered, she must be comfortably shod. 

“A shoe designed for nurses should have a broad 
heel, about one and three-fourths inches high, with some 
type of composition lift. The sole should be thick 
enough to take wear, but not so thick that it feels heavy; 

[TURN TO PAGE 54, PLEASE] 


Higher Prices Check Shoe Exports 


Import Controls by Foreign Nations and Other Factors Also 
Account for Diminishing Trend in Shipments Abroad in 1947 


Written Expressly for Boor anp SHOE RECORDER 
by FRANCIS DOLL, JR. 
FOREIGN SALES SUPERVISOR 
St. Louis Trading Co. 


EXPORT of many United States products such as 
shoes was affected during 1947 by a growing tide of 
foreign governmental restrictions regulating their entry 
into a number of foreign countries. 

By the end of 1947, a majority of the countries in the 
Western Hemisphere, except a few in the Caribbean and 
Central America, had in operation a considerably 
tighter system of controls than at the beginning of the 
year. Mexico, which in 1946 enjoyed a favorable bal- 
ance of footwear trade with the United States in the 
amount of $5,812,974, brought into effect wide in- 
creases in her import duties on American shoes. The 
action taken by her government on July 11 more than 
doubled her tariff on footwear. 

Comparable steps were subsequently taken by other 
countries, some increasing their duties on footwear to 
a point where the import of shoes is now almost 
prohibitive. 

Specifically, of the total production of footwear in 
the United States during the years 1946 and 1947, the 
exports of footwear during 1947 reflected a decline of 
45.3 per cent of the doliar volume that was exported 
the previous year. In 1946, the United States produced 
some 528, 962, 782 pairs of shoes valued at $1,585,- 
892,000; of which amount 2.61 per cent was exported. 
In 1947, by contrast, the actual unit production of foot- 
wear declined, whereas the value increased, there being 
a production of 450,664,468 pairs of shoes which were 
valued at $1,752,381,000. Of this last amount only 1.46 
per cent was exported. In the light of these over-all 
statistics, it becomes apparent that the distribution of 
shoe production in foreign markets constitutes a rather 
negligible percentage of the total national production, 
although each individual manufacturer engaged in for- 
eign markets justly values his export business. 

Some explanation, of course, must be given for these 
serious declines in our shoe exports. One of the princi- 
pal causes for this is to be found in the high rate at 
which the peoples of these countries have been buying 
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commodities from abroad since the war—purchases well 
beyond the value of their current exports. It was, of 
course, foreseen that their heavy unbalances could not 
continue indefinitely, and that such tremendous strains 
upon their exchange resources would ultimately lead to 
governmental actions as financial safeguards. The prin- 
cipal objectives in these instances were readjustments 
of their purchases commensurate with their ability to 
pay. Only incidentally were their actions motivated by 
a desire to protect local industries. 

The above, however, does not explain an action to 
license imports taken by Canada late in 1947, since the 
value of her over-all exports since the war has consist- 
ently exceeded that of her imports. Canada, as well as 
a few others, found herself in a position of having 
shipped goods to war-disrupted countries in excess of 
her imports from these countries; consequently, the 
difference is an intentional credit that is not payable for 
some time, or a balance in a foreign currency that is not 
readily acceptable elsewhere. In either instance, her 
ability to settle for imports from the United States was 
considerably reduced which necessitated her drawing 
upon her reserves. Her licensing of imports greatly 
affected many shoe manufacturers who previously had 
enjoyed a substantial business with that country. 

Significantly, during the latter portion of 1947, the 
only countries known to have reserves of gold and for- 
eign exchange over the minimum needed to back their 
currencies or finance their current flow of international 
trade were: Switzerland, Portugal, Turkey, the Union 
of South Africa, the Philippine Republic, and Cuba, 
Venezuela, Uruguay and Argentina. Of these, the Union 
of South Africa, the Philippine Republic, and Cuba 
constituted the major markets for U.S. footwear. 

The non-contiguous territories of the United States, 
however, such as Puerto Rico and Hawaii, continue to 
consume large quantities of American footwear, al- 
though the volume of shipments to those localities is 

[TURN TO PAGE 54, PLEASE] 
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Three-Star Preview 
from Our Fall 


National 


\ Advertising 
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ARCH PRESERVER 


Od 


First, your Selby ARCH PRESERVER 
customers—and others—will see these three smart 
sntte Cinven suedes advertised in Vogue, Ladies’ Home 
ACTIVE MODERNS tee journal, Woman’s Home Companion, 
TRU-POISE : a Good Housekeeping and Mademoiselle. 
SETE-GEE + EAey CREME ; Then, they'll want them—for their fashion 
TOWN WALKER 2 
and their famous ways to comfort. 
PHYSICAL CULTURE You'll he wi ‘ . ‘ i 
GROUND GRIPPER ou wise to feature these three t sellers. 
CANTILEVER They'll prove again that the established brand 


is the one in demand—ARCH PRESERVER. 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver @ Styl-EEZ e Easy Goers @ Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture ¢ Town Walker ¢ Ground Gripper ¢ Cantilever) 
Los Angeles Office: 816 HAAS BUILDING 





ditorial outlook 


Business Blood Pressure Rises 


I. discussing some of the serious aspects of present 
day inflationary tendencies on this page recently, the 
RECORDER took occasion to refer to the unfavorable 
effects which rising costs of retail operations may con- 
ceivably have on volume and profits unless ways can be 
found to re-establish a greater degree of control and 
eventually restore at least some measure of stability to 
the cost of doing business. 


The RECORDER’S suggestion that this is a matter 
which calls for careful consideration by retail merchants 
has been confirmed by the publication of results of two 
important studies of retail operations, namely the sur- 
vey by the Harvard Bureau of Business Research of 
operating results of 480 firms carrying on business in 
621 department and specialty stores in the United States 
and Canada, and the independent survey of merchandis- 
ing and operating results made by the Controllers’ Con- 
gress of the National Retail Dry Goods Association in 
a similar group of retail stores. 


Highlights of the Harvard Dureau survey were re- 
vealed in an address which Professor Malcolm P. 
McNair, of the Harvard Business School, gave before 
members of the Controllers’ Congress at their meeting 
in Chicago the last week in May. He declared that dan- 
gerous trends which for the first time became clearly 
apparent in 1947 threaten the general health and well 
being of department store business, and he pointed to a 
two per cent jump in the cost of doing business as “the 
most significant development of the past year.” Dr. 
McNair laid emphasis on the fact that this advance, 
the sharpest recorded since 1932, made a major dent 
in profits. 

Although dollar sales last year set a new record, six 
per cent above the 1946 high, consumer purchases fell 
off numerically and thus the volume increase could be 
more than accounted for by the rise of at least 10 per 
cent in the department store price level, according to 
the Harvard Bureau head. While these figures referred 
only to department and specialty stores, they included 
the figures of men’s, women’s and children’s shoe de- 
partments, and if a similar study were made of inde- 
pendent shoe store operations they would undoubtedly 
reveal substantially similar results. 


Indicated by Professor McNair as a most significant 
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measure of expense increase in 1947 was the dollar cost 
per transaction, which, for department stores with sales 
of two million dollars or more, rose 17 per cent from 
$1.01 to $1.18, an advance as great as that recorded in 
1946. In that year, it would appear, abnormal expense 
tendencies were to a large extent concealed by the very 
substantial increase in dollar sales volume. With the 
much smaller sales increase in 1947, these tendencies 
came into the open and the total cost of doing business 
jumped from 28.1 to 30.1 per cent of net sales. In the 
department store business, Dr. McNair concludes, in- 
flationary forces are now affecting expenses more strong- 
ly than they are influencing sales. And here again, sub- 
stantially the same conclusion could doubtless be drawn 
from an analysis of the figures of independent shoe 
stores, where, according to U. S. Department of Com- 
merce figures, sales declined 2 per cent in 1947 and ir- 
ventories at the end of the year were 40 per cent higher. 

Whenever a marked increase is noted in the retailer's 
cost of doing business, it seems natural to think first of 
payroll expense, but that item was not predominantly 
responsible for the rise in 1947, although the increase 
in payroll from 15.9 per cent to 16.85 per cent of sales 
was actually one of the sharpest advances recorded in 
any single year since the Harvard studies were started. 
Advertising, at 2.45 per cent rose almost to the 1943 
level, and the sum total of all the other expense divisions 
went up from 7.8 per cent to 8.6 per cent of sales, with 
noteworthy increases in interest charges and in sup- 
plies and service purchased. Travel was the only ex- 
pense division that showed a tendency to decrease 
percentagewise. 

Assuming once more that retail shoe business fol- 
lows a generally similar pattern, it is obvious that the 
big question that confronts shoe retailef® is what to do 
about it. In an inflationary period like the present, no 
branch of retailing can expect to escape the effects of 
rising costs all along the line. But the individual mer- 
chant can, in his own store, keep a closer watch on 
many expense items and at the same time strive, through 
improved efficiency, to increase sales volume and there- 
by minimize the unfavorable effects of higher costs on 
his margin of net profit. Here again the factors of 
more effective promotion and better salesmanship loom 
up as prime essentials. 
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SALES SPURT IN CHICAGO 
BRIGHT and sunny weather in 


early June was reflected in a sud- 
den welcome spurt in retail shoe 
business in the Chicago area. Mer- 
chants report that although sales 
generally are under a year ago, the 
tempo is considerably improved. 

Sales in casuals and play shoes 
have been especially good. Whites 
and spectators have about hit nor- 
mal Summer stride, with heaviest 
buying in the medium heel heights. 
Colors continue good, with anklets 
the favored dressy style. 

Pastels and linens in varied treat- 
ments are receiving high style em- 
phasis. O’Connor & Goldberg has 
been featuring shoe and bag com- 
binations in anklet styles in linens 
and pastels in multicolors, a blue 
and pink combination, mauve. fu- 
chsia, yellow, and green. Tinting of 
linen shoes to match costumes. 
swatches, or color ideas is offered 
by Walton Shoe Salon and Joseph. 
The latter suggests tinted shoes to 
match pastel dresses of linen, shan- 
tung, or batiste. One pair of shoes 
to go with “practically everything” 
is the theme used by Mandel Broth- 
ers in a promotion of multicolor 
sandals. 

Bulk of local promotion, how- 
ever, continues on whites. Marshall 
Field ran a full-page advertisement 
announcing “spanking white” in 
spectators, sandals, pumps, plat- 
forms, wedgies, and oxfords in 
suede, elk-tanned calf, buck, and 
kid, and in all heel heights. ““Marsh- 
mallow White” is the theme used by 
Charles A. Stevens & Co. and 
“bright, urban white” by Joseph. 

One of the outstanding color pro- 
motions has been that of Mandel’s 
which devoted most of its main fa- 
shion windows to “Glacier Green” 
showing matching dress and shoe 
combinations in “our choice of an 
important dark color in a season of 
bright sunlight.” 
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Field’s also tied casual shoes in 
with cosmetics for sun tanning in a 
full-page “You're the Beauty on the 
Beach” advertisement. Seven san- 
dals were featured in this advertise- 
ment. 


* * * 


ST. LOUIS WOM2N 
WANT CASUAL TYPES 


WITH the approach of July, St. 
Louis women continued to manifest 
an overwhelming preference for 
casual shoes, with only a slight in- 
terest in dressy types. As during the 
earlier period of a few weeks back, 
they maintained their interest in 
gold, although at the moment num- 
ber one color is white. Green also is 
a strong color, with red probably 
next. 

Top volume price bracket in at 
least one of the major department 
store shoe salons was $8.95, with 
shoes priced at $9.95 running a 
close second. Exceptionally good re- 
sults also were reported by one 
buyer on a $4.95 seller which had 
been promoted in the local press. 
A $5.95 duckskin shoe, although 


not promoted, also was mentioned 








Mcbi's Sus Salen - Fifth, oeete 











Multicolors were emphasized as perfect 
for hot weather wear in this ad by 
Mandel Bros., Chicago. 


by this buyer as gaining in con- 
sumer acceptance by St. Louis fem- 
inine consumers. 

Linens, likewise, are reported on 
the move in both white and pastel 
shades. Some buyers say they have 
had pretty fair success on these 
types by promoting handbags to 
match. 

Store traffic generally has jumped 
noticeably during the month just 
closed, in contrast to May when cool 
weather kept shoppers out of the 
downtown district. 

Meanwhile, men’s shoe depart- 
ment buyers and retailers also have 
taken a more optimistic view of 
prospects for the remainder of the 
Summer selling period, as a result 
of more seasonable weather in June 
and the boost given volume late in 
May by Memorial Day sales. 

Ventilated shoes in brown appear 
to be getting the most interest from 
masculine consumers here, while 
those featuring a woven vamp also 
are moving. Brown and white com- 
binations were not moving during 
early June although some retailers 
felt that they would take hold later, 
despite the fact that reductions were 
made in some outlets on these types. 

Tan combined with brown, how- 
ever, has been a popular combina- 
tion, with those in the bracket from 
$8.95 to $12.95 getting the heaviest 
volume of sales. This range also is 
said to be the heaviest volume range 
for woven types. 


*” * * 


WHITE SELLING IN 
MIAMI STORES 


WHITE shoes are selling in Miami 
right now, due perhaps, shoe men 
think, to graduation and wedding 
requirements. The strong leaning to 
colors, black in particular, which 
marked the early Spring and Sum- 
mer buying, is unusual, since for 
years white has led in sales volume. 

A number of stores are featuring 
colored reptile, many with matching 
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bags and some with matching belts. 
For travel wear these reptiles are 
most popular as they may be worn 
with many outfits. 

Another shoe selling well at this 
time is the gay casual. This is being 
bought as a Summer sports shoe, for 
wear with the new sunback dresses, 
with play suits or with slacks. It is 
also seen in increasing numbers as 
a street shoe for informal wear. 
These casuals have an interesting 
note. Strictly dress shoes are offer- 
ing considerable back detail as a 
complement to the new look in 
skirts which feature back trim. Now 
these new casuals, while they do not 
go into elaborately detailed trim as 
will be found on some other shoes, 
have a smart appearance from the 





back. High heels, wedge soles and 
ankle straps provide the new look. 

Suede continues to be one of the 
popular leathers. Hartley’s has had 
success with a very narrow ankle 
strap, closed toe and heel, in black 
or blue. 

Multicolors are also in the pic- 
ture, and while gold kid is not sell- 
ing quite as well as it did some 
months ago, there is still a demand 
for it. 

Skyscraper heels are in demand, 
although some dealers feel that the 
coming warm months will mark a 
decline in their popularity. In Mi- 
ami one does not find many lavishly 
decorated heels, but in Miami Beach 
and Palm Beach these shoes are be- 
ing offered in many of the leading 
exclusive shops. 

A lot of stitching is seen on many 
shoes, and in some of the higher 
priced lines there is a tendency to 
gold or colored beading—nothing 
elaborate, but a simple use of beads 
to outline motifs. 

There continues to be an effort 
among the more exclusive and 
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White with color was the theme of this 
spectator ac featured recently by Hess 
in Baltimore. 





higher priced shops to close out 
present stocks, particularly of nov- 
elty shoes.It is rumored that many 
shoe men overstocked on extreme 
footwear in anticipation of a mad 
buying season, but customers did 
not scatter money freely this season 
on novelties. 


* * * 


BALTIMORE BUSINESS 

REPORTED AS FAIR 
THE cold rainy weather which has 
typified this Spring has resulted in 
a choice of darker clothing, and 
dark shoes to go with these costumes 
have been top sellers in Baltimore 
stores. 

Dealers generally reported that 
business was only fair over the Me- 
morial Day holiday. Hahn’s had a 
two-day sale of gray and balenci- 
aga suede ankle strap platforms. 
Although they were not advertised 
in the newspapers, but were shown 
solely in the Lexington Street win- 
dow, they went very well. 

Black and blue suedes in ankle 
straps with or without platforms 
were still leading in sales in one de- 
partment store, and spectators also 
were favored here. White casual 
shoes were fairly good, and hand- 
bag and casual shoe combinations 
were well received. 

Many shoe windows displayed 
white and color combinations for 
walking, and high style models for 
dress wear. There was white with 
black patent, white with brown, red 
and reptile trim. High colors in 





casuals, some with wedge heels, with 
red and pastels leading were no- 
ticed in downtown windows. 
* + * 
RETAILERS OPTIMISTIC 
IN DETROIT 

BUSINESS mood among leading 
Detroit retailers has turned surpris- 
ingly optimistic in the past month, 
despite little increase in actual sales 
volume. However, indications are 
that average sales are at least hold- 
ing their own in dollar volume com- 
pared with those of a year ago, with 
pairage slightly off. This in itself is 
cause for jubilation locally, with 
nearly 75,000 Chrysler workers out 
on strike for three weeks, but the 
comparatively speedy settlement of 
this issue and the quick agreement 
over the General Motors wage talks 
were major encouraging factors. 

Stock conditions are approaching 
a fairly satisfactory level in rela- 
tion to turnover, in the view of ex- 
perienced retailers. While this ratio 
is markedly different from the war- 
time pattern, it reflects prewar nor- 
mal experience, and farsighted deal- 
ers have taken the view that it is a 
definite return to the familiar prac- 





tice of maintaining an adequate 
stock to assure successful fitting and 
selection for nearly all customers. 

Style trends are somewhat mixed, 
with the earlier strong emphasis 
upon bright colors for Summer still 
predominant, but sales sloping off 
sharply at the wholesale level—in- 
dicating that hand-to-mouth buying 
is about over, and stores are stock- 
ing now for Fall delivery. 

Strong resistance to the antici- 
pated style revolution in shoes re- 
sulting from the “new look” trend 
is reported in several instances, not- 
ably by such a leading retailer as 
Frank Hardy, merchandise manager 
for women’s shoes at R. H. Fyfe & 
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U hy de Jarman dealers sell move shoes: 


Maybe it’s because Jarman sets the style stage, season after season. Could be because 
of Jarman’s dynamic national advertising, year in and year out (twenty full page, full 
color ads this year in Life, The Post and Esquire) and or Jarman’s full program of 
point-of-sale and local advertising aids for dealers--window panels, frames, ramps, 
displayers, cards, folders, signs, newspaper mats, post cards, etc. Smarter styling .. . 
powerful national advertising . . . dramatic point-of-sale materials—every one of the three 
categories carries powerful sales pull, and each one is capable of doing a big selling 
job on its own. Yet, we believe the three combined and used so effectively by Jarman 
dealers throughout Americc, are largely responsible for Jarman’s leadership in sales. 


If you, too, want to lead in sales with the Jarman brand, write for details, today! 


JARMAN SHOE COMPANY 
DIVISION GENERAL SHOE CORPORATION 
NASHVILLE, TENNESSEE 
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SHOES FOR MEN 
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is the leather that sells your shoes 
because of its ingrained beauty 


The distinctive, subtle textures of Norwegian Calf’s 
hand-boarded grain; its deep, warm colors; and its 
pleasing softness provide a richness of finish that 
is associated with custom-built shoes. In fact, 
Norwegian Calf, like the rest of the famous Gallun 
vegetable tannages, is an old favorite of 
custom shoemakers. 

Leading shoe manufacturers, too, have long 
recognized that Gallun vegetable tannages give an 
air of distinction to their footwear. Moreover, they 
know that these beautiful, glove-soft leathers provide 
unusual comfort—comfort that lasts throughout the 
life of the shoe, despite repeated wettings and dryings. 


So, build a reputation for handling nothing but 
the finest shoes — build a loyal customer following. 
Check the Gallun numbers when ordering stock. 

A. F. Gallun & Sons Corporation, Tanners, 


Milwaukee, Wisconsin 
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Company. Typifying a report that is 
substantiated by other and smaller 
stores, Mr. Hardy said, “While there 
is some changeover to closed shoes, 
the public is not going overboard 
for them. The ‘New Look’ has not 
been too well received in the shoe 
field. despite its acceptance in other 
departments. I believe it will be a 
hard job to swing patronage heavily 
to the closed shoe types.” 

In general, while immediate sales 
are expected to show the normal 
Summer slump. with some talk of 
returning to the prewar practice of 
partial closing for the Summer 
months, Detroit retailers'are agree- 
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ing on a moderately bright outlook 


for Fall. 


* * * 


MEN’S SALES TOP WOMEN’S 
IN NEW YORK 


THE New York retail business in 
women’s and men’s shoe stores and 
departments has been, on the aver- 
age, only fair during the past weeks. 
Reports range from “not as good as 
last year” to “a little ahead” in a 
number of women’s departments. 
Men’s business seems to have been 
somewhat better than women’s, 
partly due to the fact. say some mer- 
chants, that men do not mind shop- 
ping in the rain. In both cases, how- 
ever, it is felt that consistently 
warm, sunny weather would bring 
up the sales in whites and sport 
types. 

These shoes are moving in wo- 
men’s departments, however, and 
some retailers are reporting good or 
very good business in whites. es- 
pecially in spectators. Here, the 
classic closed pump with wing tip, 
usually in a tan and white combina- 
tion, is still the favorite. Covered 
heels on these shoes seem to be 
more in demand than built-up heels, 
and the 17/8 or 18/8 height the 
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most popular. 

Other Summer types that are sell- 
ing are all-over whites or gold- 
trimmed whites, the latter sometimes 
in dressy shoes and sometimes in 
low heel casuals. Linen pumps, es- 
pecially dyeable white, are bringing 
in a good deal of Summer business. 
Pastel colors in leather are also 
moving. Managers of play shoe de- 
partments report activity. 

In fact. all types of shoes for wo- 
men are doing some business and 
dark suedes—black. some navy blue 
and a little brown—continue to sell. 
Although opened-up shoes are most 
in demand at this time. closed opera 
and d’Orsay pumps, as well as spec- 
tators, are selling. One department 
specializing in youthful shoes re- 
ported good response to an adver- 
tisement in a Sunday paper featur- 
ing their low heel closed opera 
pump with baby toe last in white 
suede and a similar shoe with ankle 
strap, both of which were suggested 
for graduation wear. Flats continue 
very strong. especially in youthful 
types, and there is strong demand 
for heels from 16/8 to 18/8. 

_ In men’s departments. tan and 
white sports shoes are moving very 
slowly. In many cases. this condi- 
tion applies also to ventilated shoes. 
although here and there some busi- 
ness is being done in this type. Wo- 
ven shoes for town wear. wing tips. 
brogues and loafer types are selling 
best as a general rule. One store. 
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“In Summer you want them tall and 
cool,” said Saks Fifth Avenue, New York, 
offering two Summer suedes. 


selling to a young trade, reports 
that a white buck blucher oxford on 
a thick red rubber sole is very popu- 
lar, as is also a brown blucher with 
moccasin toe on a thick natural 
crepe rubber sole. 


* * * 


BUSINESS IN OMAHA 
IMPROVING 


HOE retailing was on the mend 
in Omaha in June as business began 
to recover from the effects of the 
67-day meat packing plant strike. 
but recovery will take some time. 
shoe buyers said, and May sales 
generally were off from 25 per cent 
in medium-priced lines to about 
even with last year in shops hand- 
ling better quality lines in both 
men’s and women’s shoes. 

Omaha retailers said they had 
plenty of shoes in May, plenty of 
sizes and plenty of styles, but their 
sales were down from last year. Sea- 
sonal shoes took the biggest beating, 
with Omahans displaying an in- 
creasing tendency to dollar and 
quality consciousness, resulting in 





the purchase of shoes they could 
wear the year around. 

Local shoe men see little point in 
boosting sales through price reduc- 
tions. As one buyer pointed out. if 
they hold discount sales they would 
have to replace their stock with 
shoes that cost as much or more. 
Manufacturers say they can’t afford 
to cut prices, the buyer continued. 

Warm weather late in May and 
early in June did boost the sales of 
Summer-type shoes, whites for wo- 
men and ventilated and two-tones 
for men, in departments featuring 
better quality merchandise. Earl R. 
Sprinkel, shoe department manager 
at Charles J. Assmann Co., said 
business has picked up on Summer 
shoes for men. The new suedes with 
side stitching have started to catch 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maraypectariing oi Marteds 


New York 


MANUFACTURERS in the New York area repert that 
during the past month business was “much better.” Con- 
firmation on orders for new Fall patterns for delivery 
in July, August and, in some cases September, are being 
received daily. As a result, factories are working at 
from 75 per cent to 100 per cent of capacity. Several high 
quality manufacturers, however, still find factory op- 
eration dificult since they do not have a heavy backlog 
of orders. One high grade manufacturer attributes this 
to the fact that “We’re back in the shoe business.” 
“And.” he went on to say, “we can now gear our think- 
ing and operation to a normal, competitive market.” 

Because many retailers have heavy stocks, they are 
forced to return to short term buying which varies from 
30 to 60-day periods. However, some manufacturers feel 
that these short term commitments will enable them to 
work closer with the retailer, assuring him of fresh new 
patterns more often. By keeping open to buy these 
special promotional items, the retailer can better service 
the consumer, according to some manufacturers. 

While manufacturers have lowered their prices from 
a peak reached in the Spring, price resistance continues 
on the part of many retailers. One shoe manufacturer 
reports a reduction of 75c per pair. 

Although a great variety of patterns are on order, 
about 80 per cent are in opened-up types. Leading sell- 
ers include instep, T, asymmetric and wrap-around 
strans, ankle straps on new quarters, sling pumps with 
soft bow treatments taking 14 to 14-inch platforms, and 
a variety of pumps. Medium and low heels in both 
tailored and dressy types are important, as are tailored 
walking types on wall toe lasts. Simple shoes with tap- 
ered toes and modified Louis heels are selling in quality 
lines. 

While black suede continues to take about 80 per cent 
of sales, brown and navy blue are runners-up, with little 
action reported on gray, green or red to date. Calf con- 
stitutes the balance of orders confirmed. 


Chicago 


LATE May and early June brought a heavy concentra- 
tion of retail merchants in all apparel fields, including 
shoes, to Chicago. They were attending the Fall market 
week events of the city’s many apparel and fashion as- 
sociations and the Fall show of the Shoe Travelers of 
Chicago. 
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Although all buying was not concentrated on shoes, 
observation of the general trend is interesting because it 
is a reflection of retail thinking generally in the Mid- 
west. Attitude of all retailers, whether buying dresses, 
hats, lingerie or shoes, seems to be much the same. Ex- 
treme caution both in selection of goods and amount 
ordered is their buying guide and they are most inter- 
ested in the medium price ranges. Although retailers are 
reconciled to present price levels, they report that con- 
sumer price resistance is increasing rather than abating. 
In practically all quarters the market just past has been 
viewed as nearly that of a prewar pattern. Thus it is re- 
garded as a nearly normal buying-selling situation. 

Shoe retailers falling under this same influence are 
ordering in sparing amounts. However, in many cases 
they are buying stock shoes, placing more orders, more 
often. Department store buyers, operating on strict bud- 
gets, find it difficult to keep stocks balanced. Buyers find 
themselves heavily loaded on slow moving stock, but 
low on wanted shoes. The restraining hand of the mer- 
chandise manager frequently prevents them from re- 
ordering on shoes in demand. 

During the past months reorders on casuals and play 
shoes have been unusually heavy. Retailers report that 
all types of shoes in this category are selling well be- 
cause they are lower priced and vastly improved in 
quality and appearance over those of recent years. 
Staple shoes, however, remain on shelves and are ac- 
counting for high inventories. 

The first two weeks of June saw a sudden spurt of re- 
tail business, which was reflected in orders placed at 
regional shows in the Midwest area. In-stock depart- 
ments, recently re-established at many factories, felt an 
immediate reaction. 


St. Louis 


QRDERS for Fall shoes for July and August de- 
liveries, while somewhat below the volume in units of 
a year ago, are about on a par in dollar volume with the 
early Summer selling period of 1947 . During the early 
June period, however, orders for September delivery 
were only a fraction of what they were during the same 
part of the month in 1947. While manufacturers are en- 
couraged by the demand for their product for July and 
August delivery, a number of them report that buying 
is spotty at this time compared with a year ago, with 
greater caution noted among retailers in all parts of 
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Replacement Costing in the Shoe Trade 


have lately been examining the so- 
called Lifo method and considering it 
only as an inventory valuation method. 
That is a completely wrong approach, 
because Lifo, is, first of all, a method 
of determining the cost of sales. Latest 
costs are charged to latest sales. In- 
ventory is the residual, and the fact 
that inventory values tend to be stab- 
ilized under Lifo is a result, not a 
cause, of applying the replacement 
principle to buying and selling opera- 
tions. 

“Although replacement has been men- 
tioned with increasing frequency during 
the past decade, I suspect that its 
meaning is often a little fuzzy and 
vague. In essentials, the replacement 
principle suggests that it is the current 
transaction based upon current costs 
and prices rather than historic or origi- 
nal costs which determine whether a 
business is on the right side of the 
ledger. Companies or types of enter- 
prise which carry inventory only inter- 
mittently, which acquire merchandise 
for subsequent resale with an interven- 
ing period of complete liquidity before 
they undertake another venture, may 
not be concerned by replacement. But 
in any business where a substantial part 
of working capital must be constantly 
tied up in merchandise stocks, the his- 
toric or original cost of goods should be 
a secondary consideration. The prime 
factor should be the replacement cost cf 
merchandise, and it is replacement cost 
as actually incurred, or assured, upon 
which selling prices should be based. 


[CONTINUED FROM PAGE 29] 


“There is no valid economic reason 
why the constant and continuing pro- 
cess of manufacturing and selling shoes 
to the public should not reflect quickly 
and adequately the changes in basic 

“In any business where the sale of 
goods to the public is more or less con- 
tinuous, a working stock of goods has 
to be carried. A merchant would cer- 
tainly deny that it is the basic purpose 
of his business to speculate in the value 
of essential inventory and yet that is 
exactly the result achieved under most 
present-day thinking. The real profit ob- 
jective of a retail merchandising busi- 
ness should be the return derived from 
the efficient and continuing turnover of 
goods with replacement as the criterion 
of cost. 


“In the absence of replacement think- 
ing and stability in inventory values, 
distributor buying tends to move in 
surges which aggravate any inherent 
seasonalities of a business. One might 
even hazard the possibility that if re- 
tail thinking shifted away from the con- 
ception of an original cost which has 
somehow or other to be realized in sales 
prices, there might be less seasonality 
and a smoother flow of business during 
the course of a year. There would cer- 
tainly be less importance attached to 
the consequence of changing costs, and 
by that token the severity of fluctua- 
tions might be minimized. When people 
recognize that inventory profits are il- 
lusory and fictitious they are not as 


likely to take the action which promotes 
and abets violent price movements.” 

In its June membership bulletin, Na- 
tional Footwear News, the National 
Shoe Retailers’ Association referred to 
the remarks of Mr. Glass on this sub- 
ject and commented as follows: 

“In theory the idea of replacement 
pricing is sound but whether it can be 
practiced in a retail shoe business is an- 
other matter. Shoes are not bo.ght as 
they are sold. They are not sold evenly 
during the year, of course, with some 
months showing far greater volume 
than others. 

“Disregarding seasonal sales trends, 
the main flaw in the argument is that 
buying has to be done in volume at cer- 
tain times and deliveries from manufac- 
turers are also concentrated. HOW CAN 
A SHOE RETAILER KNOW WHAT 
HIS REPLACEMENT COSTS ARE, 
OR PRACTICE REPLACEMENT 
PRICING AT A TIME WHEN HIS 
BUYING MUST OF NECESSITY BE 
MUCH LESS THAN HIS SALES? For 
example, take the case of the small re- 
tailer who may buy all of his season’s 
requirements and have such shoes de- 
livered in a space of a few weeks and 
then not buy any shoes, to amount to 
anything, for several months — while 
selling this season’s shoes such a re- 
tailer has no way of practicing re- 
placement pricing because he is not 
buying any merchandise. Even though 
the theory may be sound, its practical 
application deserves a great deal of 
thought and analysis.” 





Night Club to Become New 
J & J Slater Store 


NEW YORK.—Larry Horan, presi- 
dent of J & J Slater, retailers of fine 
women’s shoes in New York, Green- 
wich, East Orange, Washington and 
Palm Beach, announced recently that 
his company and the 379 Madison Ave- 
nue Corporation had consummated a 
2i-year lease for the premises 533, 
535, and 537 Madison Avenue, at the 
Northeast corner of 54th Street, with a 
frontage of 33 feet on Madison Avenue. 
The location includes the property now 
occupied by the Monte Carlo restaurant 
and night club and the store immedi- 
ately adjacent on Madison Avenue. 

The new shoe store will open some 
time in September. 

The interior will be a combination 
of glass and mirror, with the focal 
point a bubbling fountain. A mam- 
moth accessory bar, 60 feet in length, 
will stock fashion accessories from 
many parts of the world. 

The new salon is another step in an 
expansion program which includes a 
new store in Garden City now under 
construction. In conjunction with this 
expansion program, within the year 


the company will re-open its children’s 
shoe departments for which it was 
known for many years prior to the war, 
when it specialized in proper fitting. 

The shop will be climate-controlled 
for all weather, will have indirect 
lighting, and the decor will be a radi- 
cal departure from the conventional 
shoe shop. 

J & J Slater is one of the oldest 
names in shoe retailing. Founded by 
John Slater, uncle of the present chair- 
man of the board, in 1850, the first 
shop was on Cortland Street when re- 
tail shopping centered on lower Broad- 
way. In 1859 the firm moved to a 
location at 13th Street and Broadway, 
following the uptown shift in popula- 
tion. Successive changes in the city’s 
growth saw J & J Slater re-establish- 
ing its store farther uptown, and six 
such moves have been made during the 
past 100 years. The present New York 
shop has been at 575 Madison Avenue 
since 1932. 





Shoe Store Granted Charter 


PINE BLUFF, ARK.—Frank’s Smart 
Shoes, Inc., of this city, has just re- 
ceived a charter from the state. 


Shoe and Leather Men 
Help Crusade for Children 


BOSTON. — Prominent members of 
the shoe and leather industry here are 
serving on an active committee to solicit 
funds for Crusade for Children which 
is under the general supervision of the 
United Nations Appeal for Children 
and is designed to furnish relief to 
homeless, hungry and helpless young- 
sters in many parts of the world. 

The UNAC is to get $21,000,000 of 
the $60,000,000 sought in a nation-wide 
drive. The rest of the money has been 
allocated, after thorough study of all 
projects, to 25 American aid groups, 
including the Protestant and Catholic 
churches, the Friends, labor’s overseas 
relief activities, and nationality 
agencies. 

Members of the New England shoe 
and leather committee are: C. Harvey 
Moore, A. F. Gallun & Sons, Inc., chair- 
man; J. Franklin McElwain, J. F. Mc- 
Elwain Co.; Abraham Shapiro, A. 
Shapiro, Inc.; Charles H. Meyers, Kist- 
ler Leather Co.; and Louis H. Salvage, 
Louis H. Salvage Shoe Co. . 
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Promote Satin and 
Suede for Fall 
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out this costume feeling. Utilize ready- | 
to-wear ideas. Key your all-over satin) 
shoe and satin bag to a suede glove 
trimmed with satin to be worn with a 
satin costume giving an all-over satin 
effect, or key this shoe, bag and glove to 
a satin embroidered dress. Or take a 
satin and moiré or taffeta trimmed shoe, 
team it with a taffeta bag, suede and 
taffeta or moiré trimmed glove for wear 
with a satin and taffeta trimmed dress 
or suit. Satin shoes and gloves with 
beading can also be shown to carry out 
a dress or suit trimming. Satin, taffeta 
and silk scarfs are also available for) 
this tie-in. From a variety of hosiery | 
shades and weights, choose one that car- | 
ries out the color scheme you choose to, 


promote. 
Let the consumer know that satin | 


shoes can be dyed to match a costume | 
color, a jewel tone, a colorful trimming, | 
as a belt or sash, to carry out a desired | 
effect. Show these tie-ins by clever in- | 
terior and window displays. 

With slim-skirted or back-draped late | 
afternoon dresses or with full-skirted | 
dinner dresses, these same satin shoes) 
and accessories can be worn, giving | 
them a dual purpose. With more formal | 
evening clothes, promote the same satin | 
shoe with a more formal type evening | 
bag and glove, thus capitalizing on add- | 
ed accessory sales. 

Accent the texture when you team an| 
all-over suede shoe, bag and glove to a/| 
basic costume in soft broadcloth, wool, 
crepe, faille or velvet. Give the costume 
a classic feeling when you add a gold 
jewel keyed to the gold-framed handbag. 

With suede combination shoes or 
suede shoes trimmed with gold, patent 
or beading, carry out the trim in the 
handbag, glove or basic costume trim. 
Show these promotion ideas in several 
ways based on one shoe to let the cus- 
tomer realize that these “extra shoes” 
have unlimited wearability. By selling 
her the “extra pair” you can also capi- 
talize on “extra sales” in accessories. 

If you have a shoe specialty shop, yet 
desire to show these costumes in com- 
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P No. 122—Smooth colt leather in black, white, red or green, $3.00 

No. 123—Soft suede in black, red, green or brown, $3.00 

No. 120—New pinwale corduroy for Fall, in brown, red, green, 

j 3 beige, wine and grey, $2.85; also in black Faille, black 
Moire and black velvet, $2.85 

No. 121—Sleek satin in pink, black or dyeable white, $2.85 

No. 124—Distinctive metallic fabric in gold or silver, $3.45 

No. 125—Genuine 24-karat gold kid, $6.00; silver kid, $5.50 











PRIMA 
BALLERINA 
(hard sole) 








One-strap style 

















PRIMA No. 132—Smooth colt leather in black, white, red or green, $3.45 
DOLLERINA | No. 133—Soft suede in black, red, green or brown, $3.45 
(hard sole) | No. 131—Sleek satin in black or dyeable white, $3.30 
No. 134—Distinctive metallic fabric in gold or silver, $3.90 
No. 135—Genuine 24-karat gold kid, $6.50; silver kid. $6.00 
» Two-strap style (not illustrated) 
No. 42—Smooth colt ieather in black, white, red or green, $3.90 
No. 43—Soft suede in black, red, green or brown, $3.90 
No. 4]—Sleek satin in black or dyeable white, $3.60 
















an No. 44—Distinctive metallic fabric in gold or silver, $4.20 
sunc-sacx | No. 45—Genuine 24-karat gold kid, $7.00; silver kid, $6.50 


BALLERINA 
(hard sole) 





No. 162—Smooth colt leather in black, white, red or green, $3.00 
No. 163—Soft suede in black, red, green or brown, $3.00 





All styles full barefoot Faille lined, with 
drawstring for better fit and appearance. Sizes 
5/10 in AA and 3/10 in B. There is a service charge 





PRIMA. Hm@.. 705 Ann St., Columbus 6, Ohio 


- of 10¢ per pair on all orders for less than 12 pairs 









of a style. Terms—net 30 days. 


HANDMADE +» HAND-LASTED 








plete interior and window displays, no 
doubt you can borrow them from a near- 
by ready-to-wear shop. But, in any 
event, SHOW the customer how and 
with what costumes these early Fall 
satin and suede units can be worn. Point 
out that they can be worn throughout 
the Fall and on into the Winter season. 


Bronze Promotions 
Ring the Bell 
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wear. Don’t forget the silver-toned 
bronze kid wearable with softer, lighter 
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shades found in formal evening clothes. 


Key your accessory items such as 
hosiery, handbags and belts to your 
bronze displays. Hosiery shades are 
available in soft bronze colors, greenish 
and golden tones from light-medium to 
very dark shades. Handbags and belts 
come in all-over bronze as well as 
bronze combinations to tie-in with shoes. 


Plan your selections carefully and 
show them for early Fall and resort 
wear in complete units. Watch for all- 
over silver, bronze, pewter, polished 
copper and burnished bronze shoes 
which should be stressed in resort wear 
types of shoes, 


To Ship 18,000 Pairs of Shoes 
To European Children 


MONTREAL, CANADA. — The Can- 
adian Save the Children Fund has or- 
dered 18,000 pairs of shoes to be made 
for shipment for destitute European 
children in time for Fall and Winter 
wear, it was announced. The fund also 
appeals to shoe manufacturers for cut- 
tings of leather and rubber which can 
be sent to the Swedish Save the Chil- 
dren Fund to be made into shoes. 
The Swedish officials now are using a 
machine which completes 300 pairs of 
shoes daily, 



























An important 
of vital interest to every shoe dealer 


Why Trimfoot 
Developed 22-724e-foe 


Over half of children up to 10 years 
of age have foot trouble mostly due 
to outgrown shoes. Mothers do not 
realize how fast young feet grow. 
There has been an urgent need for a 
simple, accurate means by which 
mothers can see for themselves when 
new shoes are needed. Such a device 
would not only help mothers protect 
growing feet from injury caused by 
outgrown shoes, but would also help 
every shoe dealer increase his sales 
of children’s shoes. This is why the 
Trimfoot Company has spent three 
years developing and perfecting 
TELL-TALE-TOE, the new Growth 
Register. 
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what 2&-/abe-/ee is 


TELL-TALE-TOE is an inner sole 
made of thin cardboard, shaped to 
fit inside the shoe in exactly the same 
position as the inner sole. It is to be 
inserted inside the shoe to obtain an 
imprint of the position of the toes 
while the foot is in action. It can be 
used to make several successive tests 
on the same pair of shoes. With 
TELL-TALE-TOE, the mother can 
easily watch the growth of her child’s 
foot in the shoes he is wearing, and 
can see how much safe growth room 
is left in the shoe. With TELL- 
TALE-TOE, mothers thus can know 
exactly when the child’s foot has out- 
grown the shoe. 
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new development 
and Mother of young children in America 
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How 2&-/ale-7oe works 


To make the TELL-TALE-TOE 
test, the mother applies lipstick freely 
in the color space on the Register, 
fits it into the shoe, and leaves the 
Register in the shoe while the child 
takes a few steps. When TELL- 
TALE-TOE is removed from the 
shoe, the color toe print left by the 
child’s toes shows’ the exact posi- 
tion of the foot in the shoe—indi- 
cates clearly just how much room is 
left. Tests made at monthly inter- 
vals with TELL-TALE-TOE insure 
against too long wear and conse- 
quent foot injury. 
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G How to Get 2&-7z4B-fee. 


TELL-TALE-TOE Growth Regis- 
ters are placed in the box with every 
pair of Trimfoot Pre-School Shoes 
and Trimfoot School Shoes. If you 
have Trimfoot shoes in stock, just 
send a record of your inventory, in- 
cluding sizes and widths, and Growth 
Registers will be sent to you to sup- 
ply your current stock. 


There are more children in the growing years now 
than ever before—and we are gearing Trimfoot 
production to meet this increased demand! Trim- 
foot dealers will be supplied as promptly as pos- 
sible with shoes to meet their present needs. When 
increased production resulting from enlarged facili- 
ties, now well under way, becomes available, we 
expect to be able to meet the increased demand 
resulting from the introduction of TELL-TALE- 
TOE and the extensive publicity it will receive. 


TELL-TALE-TOE has patent applications pend- 
ing on which broad basic claims have been allowed. 
Trimfoot Terrace 


a + 
Farmington, Missouri 


Makers of fine quality reasonably priced shoes for children 


Company 
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Blueprint for an Ideal Nurse's Shoe 


a medium sole is best. The shank should 
be firm enough to give support to a fiex- 
ible arch. The shoes should be of ma- 
terial that is easily polished — whether 
white or black; and available in long 
and medium vamp. Buildable support 
and padding could be added where 
needed. A supportive arch and full toe 
are necessary. Seven eyelets with two 
parallel top eyelets will insure a trim 
fit at the top. The shoe should come 
in two width combination heel. Stitch- 
ing will add smartness to the shoe. 
Goody! Two shoes that fit two agile 
feet” 

Second prize winner, Ardith Y. Edi- 
son, R. N. of Northville, Mich., recom- 
mended: “For better comfort and 
longer life for your shoes, have two or 
more pairs of duty shoes and alternate 
daily. It is more healthful to feet; also 
assures longer life to shoes. Then too, 


in cleaning, shoes often do not dry i 


thoroughly overnight or when you 
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change from the late shift to the 
early shift.” 

Alice L. Smith, R. N. of Detroit, who 
was third prize winner, said: “Shoes 
are better unlined, for otherwise good 
shoes often have to be discarded due 
te breaks and worn parts in the heel 
lining. Relining is never very satis- 
factory . . . Briefly, my vote is for a 
substantial, plain, unlined, all white 
shoe for duty wear.” 

The following is a compilation of re- 
sults of the contest: 
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REE TOES 
Wood (covered) ... 6 
Black (leather) ... 6 
White (leather) ... 88 
TOP LIFT c 

u IP ansasentmennbosiioss 78 
Composition aon Oe 
Leather wstcccmnces  O 

LE % 
ee fe ae 72 







Pigskin ........... 
Calif Split 
COUNTER 
Regu 









Buildable .. 
(Individual) 





Mrs. Arthur D. Anderson, associate 
editor of BoOT AND SHOE RECORDER was 
chairman of the Judge’s Committee. 
She was assisted in the initial screen- 
ing by Mrs. Thelma Brewington, R.N., 
executive-secretary of the Detroit Dis- 
trict, Michigan State Nurses’ Associa- 
tion and Dr. Morton Hack of the spon- 
soring organization. 





Higher Prices Check 
Shoe Exports 
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not figured in our export statistics. 
Reviewing the actual statistics re- 
garding our foreign trade in footwear 
during the years 1945, 1946 and 1947 
(excluding our non-contiguous territor- 
ies), the figures provided by the United 
States Department of Commerce are 
shown in the accompanying table. 


by shoe men, explains the rest. Thus, 
the higher costs in the wholesale prices 
ot footwear, and the landed cost to the 
retailer, augmented by high transpor- 
tation charges and larger tariffs, ex- 
plains to a great extent the declines in 
the export of American footwear. It is 
generally anticipated that import re 
straints described in the first portion 
of this article will continue in opera- 
tion for some time to come, since 
recent progress toward economic re- 
covery and stability has not been too 
rapid. Steady consumers of American 


U. S. EXPORTS AND IMPORTS OF FOOTWEAR: 1945-1947 
(Excluding Non-Contiguous Territories) 


Exports 

including Nalue 
Year Re-exports Exports 
1945 9,960,236 prs. $32,811,481 
1946 13,357,148 prs. 41,474,599 
1947 6,594,673 prs. 25,679,214 


From the statistical table it can be 
ascertained as stated previously, that 
the total volume of foreign trade in 
footwear in 1947 reflected a decline of 
45.3 per cent compared with the pre- 
vious year, 1946. A comparison has 
been made previously as to the cor- 
relation of our foreign trade in foot- 
wear and our national production. The 
trade barriers and foreign economic 
conditions heretofore mentioned, how- 
ever, are wholly inadequate in ex- 
plaining this sharp decline in our 
footwear exports, as the total foreign 
trade of the United States during 1947, 
despite foreign governmental restric- 
tions on the importation of products, 
has reached an all-time high. 

Exchange shortages and foreign dis- 
equilibriums in trade only partly ex- 
plain our drastic decline in footwear 
exports. The rising cost of United 
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Value Total Exports Excess of 
Imports and Imports Exports (—) 
$ 7,131,196 $39,942,677 $25,680,285 
17,487,131 58,911,730 24,037,468 
6,581,499 32,260,713 19,097,715 


States footwear, known only too well 
footwear in foreign territories find 
themselves with high inventories, with 
recent reports indicating a postwar sat- 
isfaction of the deferred demand for 
goods. 

Whether the national export of 
American footwear in 1948 will con- 
tinue to decline is purely a matter of 
speculation. Much is dependent upon 
the emphasis that is given foreign 
trade by footwear manufacturers. For 
our own part, we may say that the 
activities of our foreign salesmen in 
our foreign branch offices have actu- 
ally increased our sales of American 
footwear as compared with all previous 
years. It is to be hoped that intelligent 
foreign merchandising programs will 
enable the American footwear industry 
in general to do the same. 


Rishell Named to Board 
Of Servus Rubber Co. 


DAVENPORT, IOWA — L. M. Rish- 
ell, of this city, was elected to the Ser- 
vus Rubber Company Board of Direc- 
tors at the annual meeting of stock- 





L. M. RISHELL 


holders. Mr. Rishell, company sales 
manager, replaces John G. Huntoon, a 
member of the board since its organi- 
zation. 

Mr. Rishell has been associated with 
the Servus Rubber Company since 1927, 
and became sales manager in 1937. He 
was born in Fulton, Illinois, and moved 
to Davenport in 1926. 





New Shoe Buyer Named 


BINGHAMTON, N. Y. — Benjamin 
DeSantis has been named shoe buyer 
at Hills, McLean & Haskins, succeed- 
ing Ray A. Allen, who has been ap- 
pointed manager of the shoe depart- 
ment at the firm’s Endicott store. 
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Review of the 


Retail Trade 


[CONTINUED FROM PAGE 47] 
on, he said. Calfskin-trimmed venti- | 
lated shoes for men at $14.95 also| 


are making a good showing in sales. | 
| 


Omaha buyers of men’s shoes re- 
port that the trend in young men’s 
styles has been to two and three- 
sole thicknesses, with fair demand 
for crepe soles and for suedes. 


Stores catering to the farm and 
outdoor worker and _ sportsman 
trade indicated that the 11-inch pull- 
on boot has replaced the high-lace 
boot almost entirely during the past 
few years. 

Most wanted in women’s lines 
were open toes and heels. and three- | 
quarter-inch and up on platforms. | 
Some activity in white suedes was 
noted, while a few calls were re- 
ceived for gray and burgundy. Indi- 
cations were that selling of both) 
brown and black suedes would get | 
under way late this Summer, with | 
green to be a runner-up color. Deal- 
ers have ordered in heavier quanti- 
ties for Fall selling on brown, black 
and green calf, mostly in open toes 
and heels, but some closed toes and 
relatively few all closed. 


Less rainy weather than a year 
ago has cut rubber footwear sales | 
sharply. What selling there has'| 
been, however, has shown conclu- | 
sively that in women’s, misses’ and | 
children’s lines, color and styling 
are demanded, with white and red 
the favorite colors. 


BLACK LEADS 
PROVIDENCE SALES 


BLACK shoes account for more 
than half of sales in most stores 
in Providence. The reason seems to 
be that women are selecting shoes 
that may be worn with all costumes. 
One department manager reports 
60 per cent of his volume in black, 
with open toe and heel models still 
very popular with the style-con- 
scious woman, but less popular 
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| MELP FEET fied / 


for the “NEW FEEL’ to go with the “NEW LOOK” shoes 


This newest development of HELPFEET orthopedic spe- 
cialists now lets you make more sales of the shoes that 
sell best! 

The HELP FEET =153 interchangeable Metatarsal Insole with 
longitudinal wedge is SPECIALLY DESIGNED FOR OPEN 
BACK—OPEN TOE SHOES. IT’S ABSQLUTELY INVISIBLE IN 
OPEN SHOES ... yet gives women the extra comfort they 
require with this type of shoe. Easy to fit—comfortable to 
wear—your best sales cushion for profits. 


FEET foot specialt 


Manufacturers of Foot Appliances and Specialities 


381 FOURTH AVENUE 


e NEW YORK 16, N. Y 


see 
Leet 


~ Pid 
SIZES: WOMEN’S WIDE AND NARROW 
—4 1010 
WHOLESALE: $12.00 PER DOZEN 


RETAIL: $2.00 PER PAIR 


PROFIT 





with the more conservative type of 
customer. Another buyer reports a 
line of black suede dressy types 
very good. 


Several buyers report a_ little 
more demand for walking-type 
shoes in lighter weight types. De- 
mand for heavier types of walking 
and comfort shoes appears to have 
fallen off considerably. Buyers also 
report a definite trend to medium 
heels, with one buyer saying that 


$12.00 PER DOZEN! 


his heaviest sales are in shoes hav- 


ing 16/8 and 18/8 heels. 


Spectators are in fair demand. 
With the weather improving, buyers 
find some increase in sales of these 
shoes, although the spectator seems 
to have been by-passed, with wo- 
men now going inio all-whites. 
Some buyers report the bulk of 
white sales in lower priced lines 
than has been true for a number of 
seasons. 














e Calling All Shoe Retailers @ 


MID-ATLANTIC COAST 
from JERSEY to GEORGIA 


- to be in BALTIMORE, FOR 
She BALTIMORE 


SHOE FAIR... 


FIRST SHOWING of the 
NEW FALL LINES 


Manufacturers and Wholesalers 
100 LINES EXHIBITING 


JULY 18-21 inclusive 
LORD BALTIMORE HOTEL 


TUESDAY EVENING 
JULY 20th 
She BALTIMORE 
SHOE CLUB 
° DINNER - 


Dinner - Dancing - All Star Entertainment 























© SPONSORED BY THE e 
BALTIMORE SHOE CLUB 


Management of the 


EUGENE A. RICHARDSON ASSOCIATES 


e 683 ATLANTIC AVE., BOSTON « 

















ally he'll think of buying them only on 
those occasions. 


Slippers and Sandals 
Your Best Bet 


[CONTINUED FROM PAGE 33] 





vidualistic merchant has had the tem- 
erity to suggest this to lady shoppers 
politely suggesting that the gentleman 
be permitted to make his own choice 
and offering a certificate which stipu- 
lates that it*must be used promptly 
and is good only for a pair of slippers. 

Remember, the best way to assure 
a successful slipper business is an ade- 
quate, if modest, stock of patterns 
in colors and sizes well displayed for 
your customers throughout the year. 
If the customer is aware that you sell 
slippers only during the holidays and 
on a few promotional occasions, natur- 
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Washington Newsreel 
[CONTINUED FROM PAGE 24] 

It is the consensus among well in- 
formed economic observers in Wash- 
ington that business can now look 
forward with confidence to sustained 
activity at or near present levels for 
the remainder of this year at least. 
Some of them go so far as to predict 
that the present boom will extend well 
into 1949. Prospects for recovery in 
Europe have lifted the spirits of most 
people to such an extent that business 
confidence throughout the world has 





risen to a new high. The ECA program, 
which has to do with making the Mar- 
shall program effective, will give Amer- 
ican business a direct stimulation and 
even such considerations as the danger 
of inflation and the threats of labor 
trouble do not seem to dampen the 
enthusiasm of business people. 


x~_ se & 
rT Ff 


Assuming that the 19-25 draft plan 
is made effective, its bearing on a 
labor market that is already becoming 
tight in some industries and localities 
will be a subject of interesting specu- 
lation. It will come at a time when big 
orders for airplanes and other equip- 
ment required for the defense program 
are calling for additional workers. So 
the subject of personnel within those 
age brackets becomes one that is de- 
serving of thoughtful consideration by 
merchants and manufacturers alike. 





Ode to a Shoe Clerk 


“Show me some wedgies, 

Or maybe a flat— 

Something in green 

For my new Summer hat! 

“Perhaps white would be better, 

More conservative, too; 

And none of these holes, please, 

I like lots of shoe! 

“Let’s see a pump 

With a pert little bow; 

Hm—I might like a red sandal— 

Dash of color, you know. 

“Ouch! These pinch my toe 

So they must be my size, 

But before I decide, 

What have you in ties? 

“Oh, no! That looks like a shoe 

That was left from last Fall, 

And the heel is so high 

It would make me too tall. 

“What ? Eight ninety-five 

For a barefoot sandal ? 

For that handful of straps? 

Why, that price is a scandal! 

“Well, for your time and your patience 

I thank you no end; 

But I’m really just looking 

While I wait for a friend.” 

by Florence M. Ogcen 

Cocoa Shoe Tree 
Cocoa, Florida 


Bata Manager Is 
Czech Refugee 


LONDON, ENG. — Dominik Cipera, 
managing director of the Bata Shoe 
Company factory near Prague arrived 
in Britain recently after escaping from 
Czechoslovakia with his son, Paul, He 
will take up new duties with the com- 
pany in Britain. 





Mr. Cipera was formerly mayor of 
Zlin, the Bata shoe town near Prague. 
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Choose a Cement for Folding that Fit$ YOUr Need 


Do you need a cement that provides better penetration, a longer tack period 
and faster drying? Then consider these and other qualities to be found in 
the wide range of Be Be Cements for folding. They are typical of the 
extensive line of qualified Be Be Cements for solving shoemaking problems 


in every room of the factory. Ask your United man for a demonstration. 


“(GAC ADHESIVES ” Be Be Bond 


This handy reference guide is available for Be Be Tex Ceme nts 


your use and will provide you with a listing 


of over 80 shoemaking adhesives. Products of B B Chemical Co. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS 











CLEAR PLASTIC! FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 


PRICE LIST SIZES 
Par Palle ..ccocssccsccee: $ 1.25 ea SE IR ae 412-5 Shoes 
1 dozen pr..........--- 15.00 doz. ED cscschstocoseawn 52-6 Shoes 
i denen Pressccsccsssss 1200 do Trade Mork Registered” 


[] | doz. smal” @ 15.00 [3 der. ‘small @ 13.50 [] 4 doz. small @ 12.00 

[] 1 doz. large @ 15.00 [3 doz. sarge @ 13.50 [7 4 doz. large @ 12.00 

(] SEND..........- PAIR @ $1.25 PER PAIR. [[] LARGE [) SMALL 

[] Please send, withou: obligation, your catalog ‘Modern Design on Display’ 
containing 60 illustrations of modern Qutees. 





Firm Name. oe 











State. 
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ROGER KENT COMPANY... Pda. 
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Shoes in 








THE “INVISIBLE” SHOE FORM! 










$3.95 retail 





HUSKIES DIVISION 
HUSSCO SHOE CO. + 1328 BROADW 


the News 








T HE INCREASING popularity of leisure sandals for 
men as well as for women has resulted in the appear- 
ance of attractive and unusual patterns designed for 


Unlined men’s sandal, fea- 
turing tooled edge. Avail- 
able in sizes 6 through 12; 
2 gece Shoes of Holly- 


w 





wear at the beach, at home, or on informal occasions. 
Part of a movement toward more comfort in dress. 
this trend is one which promises to gain impetus from 
year to year. Enterprising retailers will want to have 
1 selection of these leisure sandals to offer their 
ustomers. ‘ 


AS LONG AS manufacturers make shoes for babies, 
they will continue to engage in extensive study of the 
baby foot in order to develop shoes which will make for 
strong, healthy adult feet. Since the war, increasing 


attention has been given to this phase of the business, 
encouraged, doubtless, by the amazing prevalence of 
foot troubles in the young men who were screened for 
service in the armed forces. Not only have manufac- 
turers studied the “average” baby foot, but they have 
also focused attention on the needs of the foot which 
deviates from the average—such as the chubby foot. 


Moccasin trainer, genuine 
moccasin construction with 
flexible cement added sole; 
three-quarter height and 
fullness across the toe make 
for comfort for the chubby 
foot. One of a line of regu- 
lar “trainer” patterns. Trim- 
foot. 





Special lasts and special patterns have been developed 
for this purpose—so that every child may be fitted 
correctly in shoes which will permit normal growth. 


ANYTHING easy-going, soft and youthful in its styling 
has first claim on your younger trade. Take the loafer 


[TURN TO PAGE 62, PLEASE] 
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E. F. Abbott Honored 
By Bowdoin College 


BRUNSWICK, ME.—One of Maine’s 
outstanding shoe manufacturers was 
honored at commencement exercises at 
Bowdoin College, here recently. E. F. 
Abbott received the honorary degree of 
Master of Arts, with the following ci- 
tation: 


“Edward Farrington Abbott of the | 


Class of 1903, of Auburn, trustee of the 
college after many years of invaluable 





E. F. ABBOTT 


service on the board of overseers; mod- 
est, devoted and efficient servant of the 
college, always rendering effective ser- 
vice in his quiet and unassuming man- 
ner; one of the most public-spirited 
citizens of the State of Maine; promi- 
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nent in civic and church enterprises; | 


able and liberal business man, who 
carries out in all his relations of life, 
action based on idealism and service 
actuated by the practice of Christian 
principles; on the occasion of the forty- 
fifth anniversary of his splendid class 

“Honoris Causa, Master of Arts.” 

Mr. Abbott entered the shoe business 
with the Cushman-Hollis Company in 
the Fall of 1903, after graduating from 
Bowdoin College. He was made super- 
intendent in 1905 and in 1914 became 
vice-president and general manager. In 
1919 he was elected president. In 1933 
he was the prime organizer of the 
Charles Cushman Co., and has been 
president and treasurer of that organi- 
zation since then. 

In addition, he has been chairman of 
the board of the Crest Shoe Company, 
Lewiston, Me.; and director and vice- 
president of the Webster Rubber Cov., 
Sabattus, Me. 


New England Made 31 Per Cent 
Of Nation’s Shoes in 1947 


BOSTON.—Although New Eu.igland’s 
1947 shoe production of 144,692,000 
pairs was 22 per cent below its 1946 
production, according to an analysis 
of Bureau of the Census figures made 
by the New England Shoe and Leather 
Association, this total represented 31 
per cent of all shoes made in the 
United States. 

“During 1947,” NESLA reports, “the 
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OF GOOD SHOEMAKING SHOWS - 
KISTLER SOLE LEATHER 


MAKES ANY SHOE A BETTER SHOE 








Sole leather that lends itself to the better- 
ment of the shoe cannot fail to be a factor in 
the betterment of business. By that token it 
should receive the same consideration by shoe 
merchants as is given to it by shoe manufac- 
turers. Don’t wait until some irate customer 
takes up the subject of sole leather with you. 


KISTLER SOLE LEATHER 
The Balanced Bark Tannage 
For Men’s, Women's and Children's Shoes 


has, through the years, unfailingly proved to 
offer the utmost satisfaction. It is slo-tanned 
which means it is fully tanned. Note the firm 
fibre revealed in a split sole at the left. With 
this quality sole leather available to you, why 
not profit by favoring shoes bottomed with it? 
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Write for names of shoe manufacturers 


using it. 
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LEATHER COMPANY 


hoo 183 ESSEX $7 





REET, BOSTON MASS 


WESTERN DEPT. IN CHARGE OF F. A. SHACKELFORD, 744 NORTH FOURTH ST., MILWAUKEE 3, S 





three New England shoe states—Mass- 
achusetts, Maine and New Hampshire— 
shipped 144,189 pairs of shoes with a 
net factory value of $529,588,000. This 
represents a decrease of 8 per cent 
from shipments during 1946, which 
were valued at $547,621,000. The aver- 
age factory price per pair of shoes 
shipped from New England during 
1947 was $3.67 or an increase of 24 
per cent over the average factory price 
per pair of $2.97 during 1946. 
“Massachusetts kad a total produc- 
tion of 80,987,000 pairs, a decrease of 
26 per cent from 1946, with shipments 
for 1947 valued at $311,792,000. Pro- 
duction in Maine totaled 25,781,000 


pairs, a decrease of 20 per cent from 
1946, with shipments for 1947 valued at 
$87,526,000. New Hampshire produced 
37,924,000 pairs, a decrease of 13 per 
cent from 1946, with shipments for 
1947 valued at $130,270,000.” 





Opens Family Shoe Store 


DETROIT — A new firm known as 
Howard Family Shoe Company has 
opened a store on the West Side of 
Detroit at 16840 Joy Road, under the 
name of Howard Shoes. Pioneering in 
a new location, the store will cater to 
a general family trade. 


6! 








FOR MODERN DESIGN 


With its originality of styling and 


Furniture meets the most exacting 


requirements for attractive new 


of furniture since 1830, Thonet is 
known for its fine Bentply as well 


Bentwood furniture. 


fully furnished through established 


dealers in commercial furniture. 


ONE PARK AVENUE, NEW YORK 16, N. Y. 
1698 Merchandise Mart, Chicago, Illinois 
731 South Meeting Street, Statesville, N. C. 








Factories: York, Pa.; Statesville, N. C.; Sheboygan, Wis. 
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Shoes in the News 


[CONTINUED FROM PAGE 60] 
and shank’s mare types and the ballet silhouette, three 
of the biggest hits of the past seven or eight years. What 
made them click? 


The soft ballet shoe in 
corduroy to go with cord- 
uroy clothes being sold to 
college girls. It has a thin 
rubber crepe sole, another 
promotional feature. Prima. 





In the first place, they were right, in construction and 
in style. In the second place, they had some lucky 
breaks which gave them priority over other casual 
styles. Style-minded manufacturers made them and 
style-minded stores sold them. On top of that, girls 
with style leadership wore them. In the case of the 
ballet shell, they had a start with the popularity of real 
ballet shoes which could be bought without coupons 
during wartime shoe rationing. Many versions of this 
shell are still continuing to sell to the young trade. 

The retailer who carries an assortment of these soft 
little casual types will find that he has a steady repeat 
business with the teen-age and college crowd. 


Manufacturing and Markets 
[CONTINUED FROM PAGE 48] 
the naticn. 

In contrast to last Summer’s selling when smooth 
calf in various colors such as red, green and blue made 
up a sizable proportion of orders, the current period is 
confined almost wholly to the sale of black suedes for 
early Fall. One explanation offered is that black suedes 
are a sure bet for early Fall and that various colors in 
smooth leathers are more in demand after the season 
has opened up. 

A development noted by one manufacturer, which 
creates a temporary production problem, is that demand 
for shoes by the retailer appears to be concentrating into 
short seasonal periods. “Buyers are getting back into the 
habit of holding off their orders until a period much 
closer to the necessary delivery date than they did dur- 
ing the war period,” he said, ““ which requires the pro- 
ducer either to return to a peak and valley production 
schedule or take a long gamble and make up his shoes 
in advance of orders.” 

This shrinkage in the time lapse between taking of 
orders and delivery date and the lack of interest in 
shoes other than black suede for early delivery are ex- 
plained by some manufacturers, however, as being fur- 
ther evidence of the gradual return to prewar period 
methods. 


superiority of craftsmanship, Thonet 


interiors. A leader in the manufacture 


Additional information will be cheer- 
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“CELASTIC” is o registered trade-mark of the Celastic Corporation 
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®, Here’s a shoe with a Celastic box toe that was imbedded 

> in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours . . . further evidence of 
the support and durability which Celastic gives the toe of the 


shoe in wear. 


Uniteo SHoeE MACHINERY CoRPORATION - BOSTON, MASSACHUSETTS 
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on Mark- Up 2 


““ and MOTHER'S Pocketbook Too! ; 


VOLUME is UP and PRICES 
are DOWN when you feature 
GERDAKINS the ALL 
“LEATHER SANDALS. Such 
good value that we put our 
brand name on every pair. 
You'll sell them in volume 
the whole Sumer long. 


-No. 5681 


All Elk Leather 
Unlined Sandals 
. RETAN 
= LEATHER 
r- SOLES 


” Colors: Brown, 
Red, White, 


Green 


Sizes: 5-8, $1.85 
1/,-12, $1.85 
12'/2-3. $1.90 


Packed in attractive Gerda 
s bones. Samples on Request. 





Gerdakans 


Leather Lining, Leather 
innerscle. Colors: Red, Brown. 
Sizes: Bfa-l2 $2.40; 12'/2-3 $2.40 


WGERDA ¢ aOTwEMR CO. SINC 


158 DUAN N.E STREET 


G.ERDAGRAM 


NEW 


YORK 13 


FOR EXPORT 











Chicago Fashion Industries Stage Show 





Cavalcade of Fashions Stresses Siim Silhouette 


with Hip Line Detail 
Twelve Inches 


CHICAGO.—Emphasis on the slim 
skirt with some hip line detail pre- 
dominated in the silhouettes displayed 
in Chicago fashion show rooms and 
style shows during that city’s three- 
week market period which ran through 
the first week of June. 

Unusual among the style presenta- 
tions was the “Chicago Cavalcade of 
Fashions” sponsored by the Chicago 
Fashion Industries. Displaying, by dec- 
ades, fashions from 1868 to the present, 
the showing was staged in art gallery 
fashion, with models posed in framed 
shadow boxes against backgrounds of 
historical Chicago. There were fifteen 
portraits in all, eight old fashions and 
seven modern. The old-fashioned models 
wore shoes and other accessories appro- 
priate to the period. The modern styles 
were especially designed by Chicago 
manufacturers to show the creativeness 
of the Chicago market and were shown 
against backgrounds representing typi- 
cal Chicago scenes of today. 

Five of the seven moderns wore 
dressy styles stressing the importance 
of fabric and silhouette in achieving the 
ultra-feminine appearance. Satin was 
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— Skirt Length Still 
above Ground 


seen frequently in rich renaissance 
tones of deep plum for a theater suit, 
with matching color shoes; in topaz 
for an elaborate hostess gown; and in 
lilac for a ball gown. Matching gauntlet 
gloves and black pumps were shown 
with a willow-waisted suit of forest 
green banded in black Persian lamb, 
recalling the minaret tunic of the 1912’s. 
Black ankle straps were worn with a 
cocktail dress of black velvet and lush 
green-blue changeable taffeta. In this 
particular model, back interest was 
achieved through intricate draping of 
the back of the skirt into a huge butter- 
fly bow, leaving the silhouette slim in 
front, flaring in back. Of special in- 
terest were the white spats worn with 
an ermine trimmed cape coat of Forst- 
mann’s wool with a sharply defined 
waist line, curved hips, and flaring 
skirt. 

Generally speaking, most of the new 
dresses shown during the market peri- 
od had slim skirts with some back 
fullness. Nearly 80 per cent of the 
suits had slim skirts, with some hip 
line detail. The ballerina skirt seems 
to have about departed from the scene. 








| Skirt lengths in dresses, coats and suits 
| for average wear remain about at the 
| Spring length, twelve inches from the 


floor. Suit shoulders are slimmer, still 


| with some padding, but are curved 
| instead of being square. Coat silhou- 


ettes were both long, full and flared 


| and fitted, with considerable interest 


in novel beltings. 


Back interest interpreted in terms of 
bustle and full flaring folds is the out- 
standing style feature of this date dress 
in novelty black taffeta by Margie Joy 
Juniors of Chicago Fashion Industries. The 
rufied ornament on the black suede 
pumps repeats the th of the bustle. 





Smooth finish woolens appeared the 
most popular, with a lot of velvety naps, 
tweeds and nubby weaves in evidence. 
In addition to the regular black and 
very dark brown, there were many wine 
and plum shades, purples, and various 
versions of olive and darker greens. 

The National Wash Apparel Show, 
often referred to as the mass produc- 
tion industry of women’s apparel, 
stressed back-to-school styles. Here, too, 
the softly feminine theme was most 
important, with emphasis on _ the 
smooth, curving shoulder, rounded hip- 
line and soft gentle texture. Plaids ap- 
peared in lavish abundance, but were 
muted rather than harsh. 


New Family Shoe 
Store Opened 

ROBSTOWN, TEXAS — Abe Brate- 
man has recently opened a family shoe 
store here, under the name of Brate- 
man’s Shoe Store. The front of the 
store is 25 feet wide. Two rows of 
leatherette covered chairs in ivory 
highlight the interior, which has the 
latest display and lighting fixtures. 
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the 
feel 


of 
comfort 








@ Because the resilient cushion insole in the new “Fortune-Aire” makes 


these styles for more comfortable than ordinary shoes, you are assured of 

an increase in customers who seek “the feel of comfort” whenever they buy new 
shoes. With the added advantage of top styling at the moderate price most 
customers like to pay, you can build a big sales volume and gain many 
valuable repeat customers for the new “ Fortune-Aires.” To reach your 
comfort-conscious prospective customers, to emphasize the comfort of the cushion 
insole Sento, “Fortune-Aires” will be promoted in Fortune’s national fall 
advertising in Collier's and Pic. Stock up now on the new “Fortune-Aires” 

to cash in this fall on Fortune's profitable “feel of comfort.” 


Fritme Ave 


styles with the springy cushion cork insole 


CUSHIONS EVERY STEP 


. Dramatize the ‘‘fee!l of comfort’’ with 







this sturdy ‘‘ Fortune-Aires’’ Display with its 


’ 


shoe 


*Scushion”’ for a “* Fortune-Aire’ 


—,. 
fortune 






RICHLAND - DAVIDSON SHOE CO. * NASHVILLE, TENN. 
A DIVISION OF GENERAL SHOE CORPORATION 
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SHOES FOR MEN 
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Price — conscious shoe designers who cannot afford to sacrifice quality. 
are leaning more strongly on Leatherok* Brand leather fibre for their 
heel base material. As a more rugged water resisting material it not only 
adds to finer shoes but also decreases their cost because Leatherok* 
Brand is less expensive. 

For those who would like to add quality but reduce production cost. we 
invite the use of our experience and help. 


THE GEORGE 0. JENKINS CO. 


BRIDGEWATER MASSACHUSETTS 


Leilhok Enunt, 


*Reg. U.S. PAT. OFF. 


“OVER A HALF CENTURY OF LEATHER FIERE” 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Retailers Persist in Buying Cautiously 


Merchants Report at Regional Show in Chicago That They Expect 
Price Changes — Children’s Shoe Business Good — 
In-Stock Lines Gain 


CHICAGO.—Cautious buying in al! 
lines prevailed at the regional four-day 
show held by the Shoe Travelers of 
Chicago at the Hotel Morrison, begin- 
ning June 6. Attendance, slight on 
Monday, showed marked acceleration 
and Tuesday and Wednesday, the last 
two days of the show, were very busy. 

Merchants from the _ surrounding 
states of Indiana, Michigan, and Wis- 
consin attended as well as those from 
the Chicago area. Their spotty buying 
and general reactions to shoe lines pre- 
sented indicated that retail thinking 
throughout this area is much the same. 
Merchants said they intend to proceed 
with caution for some time to come, 
since many believe that there is bound 
to be some price change. Nearly all re- 
ported, however, that business showed a 
marked improvement during the last 
week of May and the first week of June 
and gave every evidence of bringing 
sales figures close to those of last year. 
All reported that they are doing one 
of the best play shoe and casual shoe 
businesses on record, but that staple 
and stock shoes are moving slowly. 

Consequently re-ordering of casuals 
was heavy and many were buying all 


the gold shoes they could get. The gold 
trend was slow to catch on in this area, 
so slow that some merchants ordered 
only a minimum and found their stocks 
cleaned out quickly. There was some 
in-stock business in whites and slight 
interest in spectators. House, boudoir, 
and leisure slipper lines did especially 
well at this show. Children’s lines sold 
well with a number of houses opening 
new accounts. High styling trends fol- 
lowing adult lines have helped the ju- 
venile shoe businéss, it was reported. 

For women’s departments, buyers 
were looking for early black suedes and 
showed considerable interest in pumps. 
A come-back in saddle and welt-type 
shoes for the teen-age and coliege 
trade is reported, with less interest in 
the ballerina types that surged to 
popularity with the “new look” trend. 
With more and more houses building 
up their in-stock departments, retailers 
are switching to this type of buying, 
placing orders for small amounts, but 
buying more frequently. 

Opening event of the show was a 
cocktail party on Sunday evening at- 
tended by some 400 merchants. 





More Medium Price Shoes 
This Fall, Says Langston 


BALTIMORE—Members of the Balti- 
more Shoe Club at their June meeting 
were told by L. E. Langston, executive 
vice-president of the Mational Shoe Re- 
tailers Association, that medium price 
shoes will be more plentiful this Fall, 
probably at no increase in price. They 
will be made, he said, of quality mater- 
ials. 

Presiding over a forum for the shoe 
retailers at the meeting, Mr. Langston 
said that while prices generally are un- 
predictable, shoe prices seem to have 
been stabilized. He quoted Bureau of 
Labor Statistics figures to show that 
the increase in shoe prices has not been 
as large as in other commodities—that 
shoes, in other words, are relatively 

‘lower in price than other articles 
bought by the consumer. 

This same forum developed the fact 
that unit pair sales for the first five 
months of this year were lower by 10 
te 12 per cent than during the same 
period last year, theugh there has been 
an increase in the sale of casuals which 
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was attributed by those present to the 
fact that these types are lower in price. 
Mr. Langston warned that dependence 
on dollar volume may be overdone. 
“Sell units,” he said, “and dollar volume 
will take care of itself.” 

The meeting was presided over by 
the club president, Nathan Schenthal, 
ard a brief address was made by George 
N. Hess, NSRA president. 





Chiropodists Plan 
Foot Education Films 


SPOKANE, WASH. — At the recent 
conclave of the Northwest Chiropo- 
dists, held in the Davenport Hotel here, 
the Oregon delegation went on record 
as favoring an educational program on 
the care of children’s feet in the na- 
tion’s schools. 

This program would be sponsored by 
the national association, with each sec- 
tional society of the national group re- 
quired to make films of foot conditions 
of children in each society’s local area. 
A compendium of the films would then 
be compiled by the national asscciation. 


Leather Prices Firm As 
Rawstock Goes Up 


CHICAGO.—Tanners are in a quan- 
dary over leather prices, due to con- 
stantly rising rawstock costs. The 
result has been a firming of all leather 
prices, and increases are in the offing 
unless hide and skin prices decrease. 

Perhaps leather sales will be better 
in mid-July following the Summer va- 
cations in shoe plants, but right now 
there is no rush for leather in the 
Midwest. A large side leather tanner 
informed BOOT AND SHOE RE- 
CORDER that there is no improve- 
ment whatsoever in side leather sales 
and one of the leading calf tanners 
admitted that increased trading is 
slight. While all admit there is room 
for improvement, tanners are hopeful 
that business will experience an up- 
swing during the balance of the Sum- 
mer. However, there is no doubt that 
higher hide prices have been disturb- 
ing in view of the fact that retail sales 
are lagging. Any talk of lower leather 
prices has vanished—temporarily at 
least. 

Tanners are fearful that the present 
lull may turn into a buying rush when 
late orders start to come in for leather 
for Fall footwear. “Shoe manufacturers 
can’t delay buying much longer, if they 
intend to buy leather at all,” one tan- 
ner commented. 





Large Footwear Order 
Placed by Army 


NEW YORK.—Awards covering the 
purchase of 673,780 pairs of low- 
quarter tan shoes have been announced 
here by the New York Quartermaster 
Purchasing Office. Quantities awarded 
and prices are: 

Doyle Shoe Co., Brockton, Mass., 
80,000 pairs at $4.46; Craddock-Terry 
Shoe Corporation, Lynchburg, V3a., 
100,000 at $4.53 and 100,000 at $4.58; 
Endicott-Johnson Corporation, Endi- 
cott, N. Y. 166,668 at $4.64; E. J. 
Givren Shoe Co., Rockland, Mass., 
60,000 at $4.65; Hubbard Shoe Co., 
Rochester, N. H., 30,000 at $4.65; Fed- 
eral Prison Industries, 100,000 at $4.65; 
and Albert H. Weinbrenner Co., Mil- 
waukee, 37,112 at $4.675. 

Offerings of 2,287,004 pairs at prices 
ranging from $4.95 to $6.20 a pair have 
been received as the result of quarter- 
master invitation for bids on 572,000 
pairs of Type II service shoes with 
composition soles. Regional variations 
in cost are believed to account in part 
for the wide gap between high and 
low bids. 
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Pastel Shades Beautify Remodeled Shoe Store 





View from the center of the Hendler store, showing a part of the salon ond the 


P| 


accessories department, with offices at the left. Fixtures and trim are b gany. 


TEMPLE, TEXAS—Early this year, 
Sam K. Hendler decided to remodel his 
store to make it one of the most modern 
and up-to-date establishments of its 
kind in Central Texas. 

The result of his careful planning is 
reflected in the new “visual” store 
which was reopened recently. The in- 
terior is arranged in the salon manner 
with all merchandise hidden. The front 
of the store is devoted to the sale of 
lingerie, hosiery, bags and other acces- 
sories, and all merchandise is shown 
under glass. 

The center of the building houses the 
shoe salon, and all stock is carried in 
special cases, out of sight and occupy- 
ing two floors, a part of the first floor 
and balcony easily accessible to the 
salesmen. 

Solid glass doors are used at the 
front entrance, as well as at the avenue 





entrance to the ready-to-wear salon. 
The fixtures, including all inside doors 
and mouldings, are done in blonde ma- 
hogany. The decoration is in soft, light- 
reflecting pastels. Pearl gray and two 
shades of rose are used on the walls. 
The accessory shop floor is covered with 
marble-like tile in rose tones, while the 
shoe salon floor is covered with a pear! 
gray carpet. Mirrors and shadow box 
displays are used throughout the store. 


Year-round air conditioning of the 
latest design, plus a combination of in- 
candescent and fluorescent lighting, are 
other features. 


Mr. Hendler has been engaged in the 
women’s ready-to-wear, shoe and ac- 
cessories business in Temple since 1930 
and was formerly a member ofa firm 
which operated a large department 
store in Temple from 1915 to 1930. 





Souther Reports Regional 
Shoe Shows Popular 


CHICAGO, ILL. — Regional shoe 
shows as conducted by shoe travelers’ 
groups throughout the country are be- 
coming increasingly popular with re- 
tailers, Norman N. Souther, secretary 
of the National Shoe Travelers’ Associ- 
ation, reports. 

“Reports of excellent attendance, 
keen interest, and good business have 
come in from the some dozen regional 
shows conducted by traveling men’s 
groups across the country,” Mr. Souther 
reports. “During the past several 
months regional shows have been held 
in Philadelphia, Atlanta, Ohio, Pitts- 
burgh, Dallas, Los Angeles, Kansas 
City, Omaha, Des Moines, Minneapolis, 
Detroit, Indianapolis, and Chicago. We 
find that retailers welcome the oppor- 
tunity to do business in their home ter- 
ritory and with the salesmen whom 
they know so well. 

“Monthly shows as conducted for a 
time by some of the associations have 
proved to be too frequent. Except for 
associations in large metropolitan 
areas, two or three shows of this type 
have been found to be sufficient.” 
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New Fall Hosiery Colors 
Are Announced e 

NEW YORK. — Four dark colors 
called Nebulatones and four medium 


colors called Mellotones are featured 
in the confidential advance hosiery card 


for Fall 1948, recently issued by The. 


Textile Color Card Association. 


Nebulatones, which comprise Deep 
Dawn, Greenhaze, Winemist and Blue 
Night, are high fashion colors created 
for very sheer hose. When worn, they 
suggest the illusion of shadowy brown 
or off-black, green, red and blue. They 
connote good taste in the vogue for 
colored hosiery, for they blend smartly 
with the brown or bronze, green, red 
and navy blue shoe, and similar fabric 
colors. 


Mellotones comprise Honey Almond, 
Brown Toast, Autumn Dusk and 
Smokecloud. Created to complement, 
contrast or harmonize with all the new 
Fall colors in costumes and shoes, these 
four shades have a distinctly versatile 
quality, for their fashion, as well as 
staple characteristics, accent their use- 
fulness for volume promotion. 





Dates to Remember 


Second International Store Moderniza- 
tion Show, Grand Central Palace, New 
York City. July 6, 7, 8, 9, 10, 1948 
Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 


Mich. July 11, 12, 13, 1948 
Fall Shoe Show, Associated Shoe Trav- 
i Hotel Wisconsin, Milwaukee, 


July 11, 12, 13, 1948 
Fall Gone Guild of Better Shoe Manu- 
facturers, New York City. 
Week of July 12, 1948 
Charity Golf Tournament, West Coast 
Shoe Travelers Association, Lakewood 
Country Club, Long Beach, Cal. 
July 14, 1948 
Golf Tournament and Outing, Boot & 
Shoe Travelers’ Association of New 
York, North Hills Golf Club, Douglas- 
ton, L. I., N.Y. July 15, 1948 
Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N. Y. 
July 18, 19, 1948 
Shoe Show, Baltimore Shoe Club, Lerd 
Baltimore Hotel, Baltimcre, Md. 


July 18, 19, 20, 21, '948 
Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago, 
ll. August 30, 31, September |, 1948 


Semi-Annual Allied Shoe Products and 
Style Exhibit, Hotel Belmont Plaza, 
New York City. Sept. 12, 13, 14, 15, 1948 

Official Opening of Leathers for Spring, 
Tanners’ Council of America, Wal- 


dorf-Astoria Hotel, New York. 
September 14, 15, 1948 
Ak-Sar-Ben Mac, Inc., Paxton Hotel, 


Omaha, Neb. October 9, 10, 11, 12, 1948 
National Shoe Fair, Chicago, Ill. 
October 25, 26, 27, 28, 1948 
Annual Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotel Statler, Detroit, Mich. 
October 3!, Nov. I, 2, 3, 
Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 
November 6, 7, 8, 9, '948 
Spring Buying Show, Middle Atlantic 
hoe Travelers Association, Benjamin 
Franklin Hotel, Philadelphia, Pa. 
November 13, 14, 15, 16, 17, 1948 
Spring Shoe Fair, Michigan Shoe Travel- 
ers Club, Hotels Pantlind and Morton, 
Grand Rapids, Mich. 
November 14, 15, 16, 17, 1948 
Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. Noverhber 20, 21, 22, 23, 
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Predicts Silver Shoes 
Will Follow Gold 


DENVER, COLO.—“Oh dem golden 
slippers” is the theme song of Denver 
women, according to W. E. Collins, 
manager of one of the two Edison 
Brothers stores in this city. Silver 
slippers, he says, are bound to be as 
popular as the gold within a short 
time. 

Mr. Collins came here from Kansas 
City in August 1946, to manage the 
Edison store known as Burt’s. Both 
Burt’s and Baker’s of which W. B. 
Poltera is manager, have been com- 
pletely renovated. New equipment and 
furniture has replaced the old. Both 
feature women’s shoes only. 

Other new features in Baker’s store 
include a mammoth front with a large 
amount of window space. The interior 
of the store is also different in design. 


Boot and Shoe Recorder 














To Hold Popular Price Shoe Show in New York 





Co-chairmen and co-managers of the Popular Price Shoe 
Left fo right: Maxwell Field, Daniel J. 
Danahy, Mark A. Edison and Edward Atkins. Mr. Danahy 
and Mr. Edison, presidents of the New England Shoe and 


Show of America. 


NEW YORK. — The Popular Price 
Shoe Show of America, first officially 
sponsored national market week 
planned and timed specifically for the 
volume branch of the shoe industry, 
will be held November 28 through De- 
cember 2, 1948 at the Hotel Commo- 
dore, New York, under the joint 
sponsorship of the National Association 
of Shoe Chain Stores and the New 
England Shoe and Leather Association, 
it has been announced. 

The Popular Price Shoe Show is 
expected to attract merchandisers, buy- 
ers, and principals from chain stores, 
mail order houses, and department 
store main floor and basement shoe 
departments. Manufacturers and job- 
bers serving these retailers have indi- 
cated that they plan to exhibit. 

Dates for the show were selected 
after careful consultation between 
buyers and manufacturers to assure 
that purchases made during the show 
would be deliverable for Spring retail 
selling, according to a joint statement 
by Mark <A. Edison, president of 


NASCS and Daniel J. Danahy, presi- 
dent of NESLA, co-chairman of the 
show committee. 


“The chief criticism of recent shoe 
market weeks has been that they were 
scheduled too early for retailers to 
make substantial purchases,” the joint 
statement by Mr. Edison and Mr. Dan- 
ahy declared. “Barring any radical 
change in economic conditions we be- 
lieve the timing of Popular Price Shoe 
Show of America will produce a market 
week of major importance to the Spring 
merchandising plans of the volume 
footwear industry,” the statement de- 
clared. 

Edward Atkins and Maxwell Field 
are co-managers of the show. Assign- 
ment of exhibit space will be handled 
by Mr. Field who has handled many 
recent shoe shows in Boston and New 
York. Mr. Atkins will be in charge of 
publicity, advertising and special events 
program. 

In their statement, Mr. Edison and 
Mr. Danahy stressed the national char- 
acter of the show, noting that manu- 


Leather Association and National Association of Shoe Chain 
Stores, respectively, are co-chairmen of the joint show com- 
mittee, while Mr. Field and Mr. Atkins are co-managers of 
the show which is to be held Nov. 28 through Dec. 2. 


facturers and jobbers of volume 
footwear from all parts of the country 
already had indicated their interest in 
exhibiting. “All footwear categories 
sold in volume, including dress, casual, 
slipper, waterproof rubber and athletic 
shoes will be featured,” the statement 
added. Allied lines, supply trades and 
accessories of interest to the volume 
footwear industry also will be shown. 

Negotiations have just been eom- 
pleted which will permit the entire 
show to be housed in the Grand Cen- 
tral area, New York’s most accessible 
convention district, according to the 
statement. Adequate display room and 
sleeping room facilities can be assured 
the industry. Most exhibits will be 
housed at the Commodore, with the 
Hotels Biltmore and Roosevelt also 
participating. These hotels are con- 
nected by underground passageways, 
thus providing display rooms and 
sleeping rooms under “one roof.” Sleep- 
ing rooms for exhibitors and buyers 
will be available at all three hotels as 
well as in other hotels convenient to 
the Grand Central district. 





Record Attendance Expected 
At Baltimore Shoe Fair 


BALTIMORE.—A record attendance 
of buyers is expected at the Baltimore 
Shoe Market Fair to be held in the 
Lord Baltimore Hotel, here, from July 
18 through July 21 under the sponsor- 
ship of the Baltimore Shoe Club. Re- 
quests for sleeping rooms indicate that 
retailers from New Jersey to Georgia 
will be here to view the Fall styles on 
display. 

Buyers will be elaborately enter- 
tained on July 20 at the “Shoe Buyers’ 
Fiesta” when the governor of Mary- 
land, the mayor of Baltimore and lead- 
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ing retailers will act as hosts to the 
visitors. 

The fair is under the management of 
The Eugene A. Richardson Associates. 





South Carolina Merchants 
Get Decrease in Stock Tax 


CHARLESTON, S. C. — Announce- 
ment has been made here by State 
Senator O. T. Wallace that a 20 per 
cent reduction in merchants’ stock or 
floor tax will become effective in Octo- 
ber. 

“The South Carolina Tax Commis- 
sion, under its power to make regula- 
tions with force of law, has agreed to 


increase depreciation on salable goods 
from 25 to 40 per cent,” the senator 
explained. “This will amount to a siz- 
able reduction to the merchants,” he 
continued. “I hope to write the 40 per 
cent depreciation rate into permanent 
law at the next session of the General 
Assembly.” 





To Open Shoe Store 


CONWAY, ARK. — Business prop- 
erty has been purchased in Conway by 
George Crye, owner of Blue Ribbon 
Shoe Store, Morrilton, Ark. He plans to 
open another shoe store here in the 
near future. 
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announcement 


GROVES SHOE COMPANY 


is now 


LESTER PINCUS 


CHICAGO, INC. 


here is ft 


A complete line of novelty types, featuring 
styles by leading designers. Brand name: . and what 
i oy ag — To retail $5.95, . it offers you 


: ° 
. 
CASUAL The widely advertised Eileen brand—outdoor *, 
. - . e 
SHOES and indoor types. To retail $3.95 to $6.95. .° 


Facilities improved—finest service ever offered °. 
IN-STOCK to the Mid-West market. Means big freight °° 
ee deli - . . swift 
SERVICE savings speedier deliveries swifter °. 


source-contact. e 


NATIONAL Ads in top-flight magazines . . . plus all the ¢ | 
punch and promotional power that you’ve e 
ADVERTISING always linked with the Lester Pincus name. my 


“OPEN HOUSE 
JULY 12 through 16 


..and you’re most cor- 
dially invited. Our greet- 
ings to all old friends of 
the firm . . . and to the 
many new friends we 
hope to make. 


LESTER PINCUS 


A-S 83 
len Casuals 
}Groves Shoe Co. 


311-315 WEST MONROE ST., CHICAGO °* DIVISIONS 
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STYLE F with 
choice of Brass or 
chromium plates and knobs 


In your Windows ...on your 
Counters or ges ...in shadow 
boxes, Pierce Display Trees make fine 
shoes easier to sell. The last-making 
»-] precision of Pierce Full Wood Display 

| Trees dramatizes quality shoemaking, 
styling and Fit. 

PROMPT DELIVERY —Send for complete 
catalog of Shoe Trees for RESALE and 
jay. 








REES for DISPLAY 








MEN'S 











#B-525 Sizes 6 to 12 $2.65 

OH 0.8 poet ary — aR to 6 Poe 

° #B-527 First Quality, ful 63.35 
Vioree \ leather beet Leather 


ENTIRE SHOE | 
INDUSTRY j 





“Twilight Foot Snugglers” 


¢ Good Brown Kid leather 
¢ Good leather sole 
e Drill lined vamps 

e Brown rubber heels 


Net 30 days — IMMEDIATE DELIVERY 
‘““HONEST MERCHANDISE YOU CAN SELL 
WITH PRIDE AND PROFIT’’ 


| CG. W. MARKS SHOE Co. 


41 So. Wells St. 


KID ROMEOS 








insole. Sizes 6 to 12 


Chicago 6, Ill. 











April Footwear Output Down 12 Per Cent 


WASHINGTON, D. C. — Footwear 
output in April totaled 39 million pairs, 
according to the Bureau of the Census, 
Department of Commerce. Production 
was 12 per cent under the March total 
of 45 million pairs but approximated 
the April 1947 output. 

Shipments of shoes and slippers in 
April amounting to 39 million pairs 
were valued at $147 million, an aver- 
age price per pair shipped of $3.78. 
In March, shipments totaling 45 mil- 
lion pairs were valued at $174 million 
and in April 1947, shipments of 39 
million pairs were valued at $150 mil- 
lion. The average price per pair 
shipped in March was $3.91 and in 


April 1947 it was $3.87. 

All types of footwear showed re- 
duced output in April in comparison 
with the March production. Women’s 
shoes, sandals, and play shoes, com- 
prising 47 per cent of the April output 
of these types of footwear, showed a 
production decline of 17 per cent, drop- 
ping from 20 million pairs in March to 
17 million pairs in April. Men’s foot- 
wear of these types dropped from 10 
million pairs in March to 9.3 million 
pairs, a decline of 7 per cent. Slippers 
for housewear also showed reduced out- 
put. In April, production totaled 2.6 
million pairs, 7 per cent less than the 
2.8 million pairs produced in March. 





Kind of Footwear | 
| 


Production 
(thousand pairs) 


Percent of Change, 
April 1948 





























Compared With 
April 1948 March 194£ April March April 
(preliminary) revised) 1947 1948 1947 
Shoes and slippers, Total......... a 39,426 44,852 39,525 —12.1 — 0.3 
Shoes, sandals, and play shoes......... 36,315 41,502 | 36,627 —12.5 — 0.9 
'on’s. 9,258 9,951 | 9,218 — 7.0 0.4 
Youths’ and boys’. ......-.ececessesrssseees a | 1,254 1,284 1,449 — 23 —13.5 
‘omen’s. | 16,897 20,372 18,237 37.1 mee? 
Misses’ 2,644 3,074 2,436 —14.0 8.5 
Children’s. | 2,749 2,970 2,383 — 54 15.4 
Infants’ 2,204 2,253 1,873 ;} —.2.2 17.7 
Babies’ | bes ia 1,031 —18.1 a 
pers h * SeReaeEOE TE eae m 2091 , 2,364 — 7.5 6 
yo oahppecenemnat te 335 365 sso | — 82 —11.8 
Other footwear. 185 184 154 0.5 20.1 
Minus sign (—) denotes decrease. | 
| 
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Shoe and Leather Men Hold 
Golf Tourney in St. Louis 


ST. LOUIS.—Despite rainy weather, 
nearly 500 shoe and leather men par- 
ticipated in the St. Louis District Shoe 
Trades Association outing and banquet 
recently. 

In the golf tournament Allen Tawse, 
Town and Country; and A. D. (Bud) 
Knight, Creative Footwear, tied for the 
low gross honors, while Virgil Lips- 
comb, Town and Country, took first in 
the low net. Second and third places, 
respectively, in the low net competition 
went to Caas O’Neill, Rice-O’Neill; and 
Ed Stahluth, Central Counter Co. 

Only hole-in-one made during the 
day came in tournament play from a 
crive made by Tommy Hartnett, Boston 
representative of the Thomas B. Har- 
vey Co. on a 204-yard hole. 

First, second and third places, re- 
spectively, in the blind bogey compe- 
tition were captured by Louis Pell, 
Belcher Last Co.; John Guhman, 
Vright-Guhman Co.; and Nick Just, 
Brauer Bros. In the hole-in-one com- 
petition William Minier, Brown Shoe 
Co., was first as a result of getting his 
drive closest to the cup. 

The team of Louis Glass and Joe 
Hutchinson, both of Shoe Factory and 
Supplies Co., was first in horseshoe 
pitching, with second honors going to 
Max Brauer, Brauer Bros., and Al 
Schubert, Erhart-Petersen Leather Co. 
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SPECIALIZING IN FUR STRIPPING, LININGS AND CUFFS” / NV 


French Rabbit, Fur Shearling and Electrified Lamb 


@ 


in all Colors for the Overshoe and Slipper Trade. 
Write ... Wire... or... Phone for Quotations 


200 West 28th Street 


CHickering 4-1898 


New York 1, N. Y. 











NOW READY 
1948 


Directory of 


Shoe Manufacturers 
45TH ANNUAL EDTION 


Flexible Leather Binding, Fits Vest Pocket (234 x 514) 
Many More Changes Than Ever Before 


NOW AVAILABLE AGAIN TO SHOE STORES 
America’s Finest : 
In Stock 
Fully Lined Short Soles 
Pleated Toes 
Sizes: 8 child's to 9 women’s 
Widths: A to E $2.20 
OA IE comccstaliil 
WHITE KID __. $2.35 
To Order — NATIONALLY ADVERTISED 
Fully Lined Long Soles NATIONALLY KNOWN! 
Sizes: 3 to 9 
Widths: AA to D 
ck KID $2.40 Selva & Sons 
WHITE KID 2.50 
WHITE SATIN 3.30 1607 BROADWAY 
Sou KID. 333 = New York 19, N. Y. 


$2.00 fii 
ORDER TODAY 





Ine. AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 
Tel. Liberty 0190-0520 








BOSTON 11, MASS. 




















ST. LOUIS. — Window installed by the Swope Shoe Co., here, during a recent 
promotion of Clinic shoes, which, according to Meade M. McCain, president, obtained 
good response. The promotion was sparked by 5,000 direct mail pieces which were 
sent out to nurses and beauty shop operators. No newspaper advertising was used. 





Remodels Shoe Store 
CASPER, WYO. — A $15,000 remod- 


eling project has been started on the 
Gordon Store Co. building at 125-129 
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East 2nd Street, here, to include con- 
version of a four-story-and-basement 
building into a general department 
store, with enlarged shoe departments 
for men, women and children. 


Younger Shoe Men 
Honor Fathers at Banquet 


New YorkK—The New York Associa- 
tion of Younger Shoe Men recently held 
its first annual Father and Son banquet 
at the Brass Rail Restaurant. Howard 
Fox, president of the club, presided. 


Guest speakers were: Irving Glass, 
executive vice-president, Tanners’ 
Council; William W. Stephenson, ex- 
ecutive vice-president, National Shoe 
Manufacturers’ Association; L. E. 
Langston, executive vice-president, Na- 
tional Shoe Retailers’ Association; 
Everit B. Terhune, president, Boot AND 
SHOE ReEcorDER; Harold R. Quimby, 
secretary, National Shoe Manufac- 
turers’ Association; Benjamin D. 
Schwartz, Schwartz & Benjamin, Inc.; 
Morgan Grossman, Grossman’s Shoes, 
Inc., Ben Seligman, Seligman & Se- 
ligman; and Louis Sachar, president, 
The Guild of Better Shoe Manufac- 
turers. 


Howard Fox presented David Serl- 
ing with a plaque from his fellow- 
members for his work in organizing 
the group and for service rendered as 
the club’s first president. Other officers 
of the group are: Ted Palter, vice- 
president; Bob Cardone, secretary; and 
Vincent Guida, treasurer. 
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For Sales Impelling... 
POINT OF PURCHASE DISPLAY _ 





THE SHOE DISPLAY DE LUXE 


"Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It’s a beauty! Inex- 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


DumB CLERK 


C. M. BYE, Mgr. 
OSSEO, WISCONSIN 





TERRITORIES 




















A CHOICE OF WIDTHS IN TAP SHOES! 


Boost your tap shoe sales by offering your customers a@ choice 
of widths! Prima quality features all over patent leather con- 
struction, aluminum toe taps included. Choice of black patent 
or white leather. 


Child’s Sizes, 814-12, one width, $2.35 

Misses’ Sizes, 1214-3, A & C widths, $2.60 

Girls’ Sizes, 314-9, AA & B widths, $2.85 
There is a service charge of 10c 
per pair on orders of less than 
12 pairs. Terms: Net 30 days. 


Ord. er Flew / 


PRIMA, Inc. 
705 Ann St., Columbus 6, Ohio 














$1,250,000 Goal Set 
For UJA Shoe Division 


NEw York.—Shoe and allied indus- 
tries of Greater New York have set a 
goal of $1,250,000 for the 1948 United 
Jewish Appeal campaign, covering 
every branch of the industry—manu- 
facturers, retailers, chain stores, slip- 
per and play shoe manufacturers, 
stitchdown manufacturers, wholesalers, 
allied suppliers, Marbridge Building 
sales representatives, etc. 

Instead of the usual set-up of chair- 
man and co-chairmen for the shoe and 
allied division as in former years, the 
current campaign is being led by a 
steering committee comprising mem- 
bers of the various branches of the in- 
dustry. An effort is being made to ob- 
tain contributions on an even more gen- 
erous scale than heretofore to help as- 
sure justice and freedom for people 
who have wandered over the face of the 
earth for 2000 years and now have a 
land of their own. 

Members of the steering committee 
for the various groups of the shoe and 
leather division include: 

Shoe Wholesalers: Sidney Thalheim, 
Wearweill Shoe Co., Inc.; Lester W. 
Pincus, Lester Pincus Shoe Corp. and 
Morris P. Arnoff, Arnoff Shoe Co. 

Slippers and Casuals: Harold Gess- 
ner, La Marquise Footwear, Inc. and 
Ben Passwag, Langerman Shoe Co. 
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Stitchdown: Isidore Hoffenberg, A. 
Werman & Sons, Inc.; and Samuel G. 
Dones, Prudential Shoe Mfg. Co. 

Sales Representatives: Abe Plotkin, 
Paramount Shoe Co.; Louis Epstein, 
Langerman Shoe Co.; Martin Stoll- 
mack, Carlisle Shoe Co.; Ronnie Mer- 
melstein, Samuels Shoe Co.; and Her- 
bert Posner, Dr. A. Posner Shoes, Inc. 

Shoe Chains: Maurice Miller, I. Mil- 
ler & Sons, Inc.; Benjamin Kellner, 
Kitty Kelly Shoes, and Max L. Fried- 
man. 

Allied Suppliers: Edwin Farian, 
Knomark Mfg. Co., and Charles I. 
Rockmore, Charles I. Rockmore, Inc. 

Manufacturers: Morgan Grossman, 
Julius Grossman Shoes; and David S. 
Cohen, M. Cohen & Sons, Inc. 

Retailers: Sam Staff, Shoe Retailers’ 
League; and Jack Schaeffer, Jack 
Schaeffer Shoe Stores, Inc. 

The United Jewish Appeal of 
Greater New York is the sole fund- 
raising agency in the metropolitan area 
for the United Palestine Appeal; the 
Joint Distribution Committee (includ- 
ng ORT); the United Service for New 
Americans; the Joint Defense Appeal 
of the American Jewish Committee and 
the Anti-Defamation League of B’nai 
B’rith; the American Jewish Congress; 
the National Jewish Welfare Board, 
and the Jewish Telegraphic Agency. 


Promoted to Manager 


INDIANAPOLIS, IND. — Maurice 
Ellis, has been promoted from assis- 
tant manager to manager of Burt’s 
Shoe Store at 15 East Washington 
Street, succeeding Sidney Fine, who 
became manager of another Burt’s 
Shoe Store in Rochester, New York. 





White Wedge Shoes Selling 
Well In Cheyenne 


CHEYENNE, WYO. — White wedge 
shoes, with open toes and heels, have 
been much in demand by Cheyenne wo- 
men in recent weeks, it was reported 
here at the Cheyenne Shoe Store, 202 
West 17th Street, while “barefoot” san- 
dals have entered the volume sales cate- 
gory in children’s lines. A white wedge 
of baby doeskin in sling design has been 
a favorite for bridal trousseau. 

A white crushed kid sport casual, and 
sabot strap casuals in both brown and 
white also have been notably successful. 
Best seliing style has been in a modified 
wedge and platform with sling back, 
open toe and ventilated sides, in both 
tie and strap fronts. All-leather play 
shoes have been popular this Spring 
with the younger school children. For 
girls, a two-buckle sandal has been the 
leader, in green, red, palomino and 
white. 
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The New 1948 — 
N 0 Metalcraft 
Numerals and Words 
SOLID METAL 
Interchangeable 


PRICE MARKERS 
SMART- DIGNIFIED 









USE /; INCH SIZE 
FOR SHOE DISPLAY 






You can now display PRICE in your windows and 
counters in an artistic and dignified way. Any 
merchandise from JEWELRY or SHOES to 
PIANOS can be priced in a manner to reflect 
quality and compel attention. Made of solid 
metal, in polished rome or Satin finish, in 
sizes Ys" ", 5/16 ", A", U. 160 pieces per set, 
packed in a convenient compartment box 
Metalcraft numerals are very smart, neat, ex- 
tremely legible, and lend dignity to any display 
of fine merchandise. 


Manufactured by 


COMBINATION PRODUCTS CO. 
64-74 W. 23d St. New York City 10 
SELECT DEALERS AND SALESMEN WANTED 

















Leather Colors Chosen for 
Spring and Summer, 1949 


NEW YORK — Seventeen colors for 
women’s shoes and twenty colors for 
men’s shoes have been adopted for the 
1949 Spring and Summer seasons by 
the joint color committees of the Tan- 
ners’ Council of America, National Shoe 
Manufacturers Association and the Na- 
tional Shoe Retailers Association, in 
cooperation with The Textile Color Card 
Association. 

Margaret Hayden Rorke, managing 
director of the color organization, stated 
that for merchandising and promotional 
purposes the women’s shoe shades have 
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town colors, and resort and casual 
colors. 

In the group of town colors are listed 
the repeated shades, Cafe Brown, Gypsy 
Brown, Burnt Mocha, Brown Almond, 
Admiral Blue, Cherry Red and Conti- 
nental Green. In addition, bronze was 
chosen, and black, as usual, included. 
Turftan, also repeated, was selected 
especially for trim on white spectators. 

Among resort and casual colors are a 
smart new light golden tan and the re- 
peated Misty Grey. Also in this group, 
six shades are to be featured for special 
promotion, a green, red, blue, yellow, 
violet and cyclamen. White is also in- 
cluded. The committee also recommend- 
ed gold, silver and metallic finishes. 

Among the twenty colors adopted by 
the Men’s Color Committee, the follow- 
ing were selected for smooth leathers: 
a lively golden tan, a clear tan of red- 
dish cast, a tan like Copperwood, and 
the repeated colors, Manhattan Brown, 
Brandy Tan, Tawny Tan, Cherrytone, 
American Burgundy, Desert Sand, Bur- 
nished Tan, Cocoa Tan, Country Smoke 
and Hethermist, also black. The one 
color repeated for grained leather is 
Golden Harvest. 

Grouped under colors for reversed 
leathers are Tobacco Tan, Mission 
Brown, Commodore Blue and a darker 
blue, Vagabond Grey and Greybark, also 
white. 


John J. Daly Dies 

HYANNISPORT, MASS.—John J. 
Daly, president of the Regal Shoe Com- 
pany of Whitman, Mass., and prominent 
in the shoe and leather business for 
many years died at his Summer home 
here on June 25 following a brief 
illness. 

Mr. Daly, a graduate of Dartmouth 
College, served as a first lieutenant in 
World War I, following which he was 
associated with his father in the leath- 
er business. He then entered the shoe 
business as a partner in the Wall, Doyle 
and Daly Shoe Company of Brockton; 
left there to become an executive of the 
Beckwith Box Toe Company; later 
bought a full interest in Daly Bros., 
which operated factories in Maine, New 
Hampshire, Virginia and Indiana; and 
subsequently became president of the 
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WESTEX 


A BRAND YOU 
— DEPEND ON 















Out in the cow country 
where a ‘brand’ means 
something, the WESTEX 
brand on boots is your 
assurance that you are 
selling the finest. 


Whether for work or 
show, WESTEX boots are 
a brand you can depend 
on to please the most 
exacting buyer. 


“Get in the Saddle" for 


more sales with nation- 
ally advertised WESTEX 
boots. 


Send. for 
Our New 
Catalog 


WESTEX BOOT AND SHOE COMPANY 
Wichita Falls, Texas 





Spencer Shoe Company which operates 
a chain of retail stores. He had been 
head of the Regal organization since 
1946. 

Long prominent in Catholic charitable 
work, Mr. Daly was named to the Order 
of the Knights of Malta by Pope Pius 
XII. He was also deeply interested in 
aviation and served on the boards of 
the Republic Aviation Corporation and 
the Piper Aircraft Corporation. 

Surviving are his widow, Mrs. Marie 
Whitehead Daly; a sister, Mrs. Brooke 
Buckley of La Jolla, Calif.; and two 
brothers, Charles L., of Belmont, Mass., 
and Howard Daly of Brockton. 
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You've known the MMaUat ga HUBER for over 45 years... 


in all it's glory , with many new improvements 


T 
| Mag” here are the details: 


| No. 100 Actual size, 12" long, contains 6° ruler, 





Whistles, Comics, Tops, Marbles 


colors. Available with your advertisement imprinted. 





... everything you need for low- 
priced give-aways. 





| pen holder and pencil as illustrated. Assorted 


Call or write for new 1948 catalogue. 


re Lederer INDUSTRIES, Inc. 


39 West 19th St.. N.Y. 11 








Made Shoe Control Director 
Of Edison Chains 

ST. LOUIS.—Joseph C. Fink, for the 
past two years shoe merchandiser with 
Edison Brothers Stores, Inc., here, has 
been promoted to shoe control director. 





JOSEPH C. FINK 


In his new capacity he will control the 
budget of all Quali-Craft shoes fea- 
tured in the company’s Baker’s and 
Leed’s chains. 

Mr. Fink has reached this position 
by progressing through the ranks. He 
began with Edison Brothers sixteen 
years ago as a salesman in its Baker 
Shoe Store in Cincinnati. That same 
year he was made assistant manager 
and in 1934 came his promotion to 
manager. For the next ten years he held 
various managerial posts with the com- 
pany and in 1944 he was named re- 
gional manager for the Michigan area. 
Two years later, ke was promoted to 
the Edison Brothers home office in St. 
Louis as merchandiser of Quali-Craft 
Shoes for the Baker chain of stores. 





Golf Tournament Held by 
Boston Boot and Shoe Club 


BOSTON.—A large number of en- 
trants participated in the Boston Boot 
and Shoe Club golf tournament held 
recently at the Wollaston Golf Club, 
Wollaston, Mass. Players were divided 
into three classes: leather manufac- 
turers, shoe manufacturers and mem- 
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bers of the allied trades. Winners were: 

Leather division (Gross) — F. A. 
Harding, Clark Early, W. Fuller, G. 
Fallon and B. Silverman. (Net)—R. B. 
Conant, Chick Connolly, W. Trask, 
T. Hartnett, C. Keith and M. B. Hop- 
pin. 

Shoe Manufacturers (Gross) — J. F. 
Shields, G. Dean, F. H. Gleason, W. 
Tarlow and A. A. Ryan. (Net) — 
L. Klamberg, C. Bauer, R. A. Bunker, 
E. Spaulding, W. Freeman, C. G. Wea- 
therbee. 

Allied Trades (Gross) — H. Booma, 
J. M. Corcoran, G. W. Foss, F. L. Shea 
and H. B. Whittemore. (Net)—J. Her- 
bin, R. Johnson, C. E. Eck, F. A. 
Collier, H. Hensen and A. C. McLean. 

A special guest prize was won by 
E. A. Cooney. 





Made Manager and Buyer 
Of Seattle Store 


SEATTLE, WASH.—Norman O’Neal 
has joined Baxter’s in a dual capacity 
as manager of the, Seattle store and as 





NORMAN O’NEAL 


women’s and children’s shoe buyer. He 
was formerly with Olds & King. 





New York Shoe Travelers 
To Hold Outing 


NEW YORK. — The Boot and Shoe 
Travelers Association of New York is 
holding its annual outing for the shoe, 
































BURNS CUBOIDS 


are the California-made 
FOOT BALANCERS 


That you see advertised in 


GOOD HOUSEKEEPING 

LADIES HOME JOURNAL 

WOMAN’S HOME COMPANION 

AND IN PUBLICATIONS OF THE 
AMERICAN MEDICAL ASS’N 


You also see them advertised over the 
signatures of the nation’s best shoe and 
department stores. Many “dealer helps” 
keep CUBOIDS moving all the time. 
For information about possible fran- 
chise, write 


BURNS CUBOID COMPANY 
Senta Ana Californie 

















leather and allied trades on July 15. 

Highlighted by a golf tournament, 
the all-day affair will take place at 
North Hills Golf Club, Douglaston, 
L. I. Grand prizes donated by the trade 
will be awarded golfers and noi- 
golfers. 





A. S. Beck to Remodel 
Erie Shoe Store 

ERIE, PA. — A. S. Beck Shoe Cor- 
poration has been granted a uilding 
permit by the city of Erie to make $25,- 
000 worth of alterations to the New 
York Shoe Co., Inc. at 802 State Street. 
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{0 Foster Parents Old Shoe Drive Snowballs 





| ikem 








SANDALS 








The 
NEW LOOK SANDAL 


Elk Leather Uppers 
Non-Marking Soles 





Studenis of Manhattan College in New York donating their old shoes to the 
National Old Shoe Drive sponsored by Foster Parents’ Plan for War Children. Ac- 








cepting the shoes are, left, Miss Sylvie Hamilton, head of ‘“Fashion-Mating,’’ who is 
chairman of the drive; and Mrs. Edna Blue, international chairman of Foster Parents’ 
Plan For War Children. 


N i 

$2.00 208% y,° | 
RED, BROWN, WHITE, GREEN’ 
Sizes: 814-12 1214-3 


Immediate Délivery 


NEW YORK.—tThe current National The National Old Shoe Drive opened 





107 W. Broadway 











FOOT SOCKS 











seamless sole, 
fitting heel, one shade only. 

4 Rayon....$2.75 per dozen pair 
Cotton............ $1.80 
Packed in 6 doz. attractive Display C . 


LYONS & COMPANY 
120 Duane St., New York 7, N. 
Quality Shoe Store Supplies for 48 











MEN’S SHOES 





AMERICA'S BEST KNO 





thousand shoe stores throughout the 
country are cooperating, and whose 
goal is two hundred million pairs of 
shoes for the men, women and children 
of war-ravaged countries, stemmed 
from a story written by Mrs. Edna Blue, 
international chairman of Foster Par- 
ents’ Plan for War Children, and pub- 
lished in BOOT AND SHOE 
RECORDER four months ago, (March 
1, 1948, page 64.) 

In it Mrs. Blue told of the pitiful 
barefoot children of Europe with run- 
ning sores from frost bite which would 
not heal. She told of seeing the ragged 
children of Warsaw walking without 
shoes over the glass and rubble of the 
ruined city. She described graphically 
“the legless children, who might now 
be running around, sick and under- 
nourished, perhaps, but at least not 
crippled—if they had had a pair of 
shoes.” She appealed to the readers of 
BOOT AND SHOE RECORDER to 
send as many shoes as possible to the 
Plan Collection Depot, 122 East 34th 
Street, New York City. 

The response was generous and im- 
mediate; shoes poured in from all over 
the country. 

One person who read the story de- 
cided to do even more. She was Sylvie 
Hamilton, head of Fashion-Mating, a 
shoe and handbag coordinating service. 
She offered her services to Foster Par- 
ents’ Plan for War Children, and, with 
Mrs. Blue, worked out a plan to organ- 
ize shoe retailers all over the country. 
As chairman of the National Old Shoe 
Drive, Miss Hamilton presented the 
plan to the National Shoe Fair in Chi- 
cago, and won immediate support. 





BEN MARBACH | Old Shoe Drive, in which over ten in New York C ity on May 24th, with 
FOOTWEAR CoO. 


New York 13, N. Y. 


cities all over the United States follow- 
ing suit. Cooperating stores became 
collection depots for Foster Parents, 
with bins where customers could leave 
their old shoes, according to the cam- 
paign slogan “Walk Out in Your New 
Shoes, So They Can Walk in Your Old 
Shoes.” When the bin is full, it is sent 
to Plan Collection Depot in New York, 
where the shoes are sorted and shipped 
overseas. Already thousands of pairs 
have been received; naturally, the num- 
ber is expected to increase rapidly as 
the drive progresses. Arrangments have 
been made by plan workers to ship 6,000 
pairs daily. 

Among the retailers cooperating are 
members of the National Association 
of Chain Stores; I. Miller & Sons, 
A. S. Beck, and Bloomingdale’s in New 
York; Gimbel Brothers in Philadelphia; 
the G. R. Kinney chain of shoe stores; 
Abraham & Straus, Inc., in Brooklyn; 
Bullock’s in Los Angeles; Filene’s in 
Boston; National Shoe Stores. 

Among those serving on the Indus- 
try Committee for the drive are: G, L. 
Smith, president G. R. Kinney chain of 
shoe stores; Harry J. Evans, president 
National Shoe Travelers Association; 
Harry Gessner, of Oomphigs. Inc.; Irv- 
Louis H. Salvage, of the Louis H. Sal- 
vage Shoe Company; Ed Sanders of 
Richard’s Department Store, Miami, 
Fla., and Mrs. Eleanor Rondeau, of the 
H. O. Rondeau Shoe Company. 

For further information readers 
should write to Miss Sylvie Hamilton, 
Foster Parents’ Plan for War Children, 
122 East 34th Street, New York 16, 
oe a 
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THE G-FEATURE PROFIT LINE 


* 
lhuce- 
Style 860 
Block kid 5-eyeletl 

Here’s a quality shoe (see features below) Oxford, a oe 
that you can sell and re-sell to comfort-seeking women. At $5.00 7/8 heel with rub- 
to $6.00 retail, no price resistance — and a good profit for you. ber top lift 
7 arch-type styles, 4 to 10, A to EEE, all in stock for immediate 
delivery. Send for catalog. Samples on request. Write or wire > 
requirements today. (Newspaper mats available on request.) 
4 selling features: 1. Combination last for comfort, fit; 2. All- 
kid line for wear, comfort, looks ; 3. Lock-stitch construction for 
wear ; 4. Long inside counters for support, comfort. 


Block kid boot, no 
box toe, 7/8 heel 
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e@ Nu-Welt Construction 








SPECIALIZE IN THE 
MANUFACTURE OF MARY-JANES 
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e Elk Leather Upper Black PatentLeather | Bend Leather Soles => 
* Leather Welting a Split Flexible Bend inecles 
e Rubber Heel White Elk Leather Lined 
COLORS: WHITE, RED, 
BROWN, GREEN Sizes: 


5Y>-8 BCDwidths $3.00 


il i Back 
"ag Available in Open Bac BA12 BC Dwidthe 3.30 


SIZES: 6-8 $1.40 
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111 East 12th Street 





9-11 1.50 
- 12-2 1.60 
Full Sizes Only 


MERRYREET roorwear inc. 
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36 East 12th Street 
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DORAN roorwear, “iic. 





, 
New York 3, W. Y. 











Report Shows Heavy Footwear Inventories 





At End of 1947, Says Bureau of Census, Shoe Acccumulations 
Were Higher in Percentage Terms Than 
Any Other Apparel Group 


WASHINGTON, D. C. — A report 
compiled by the Bureau of the Census, 
based on a survey of 21,791 independ- 
ently owned retail establishments of all 
kinds, shows that 1947 year-end inven- 
tories, taken at cost, were 12 per cent 
larger than at the end of 1946, and that 
retail sales were 14 per cent higher last 
year than in the year preceding. 

Shoe stores, says the report, showed 
the highest accumulation of inventories 
of any of the apparel group. While 
1947 sales decreased 2 per cent, inven- 
tories increased 40 per cent. Men’s 
clothing and furnishings stores had a 
sales increase of 1 per cent and inven- 
tories increased 27 per cent; family 
clothing stores increased their sales 3 
per cent and their inventories 9 per 
cent; women’s ready-to-wear stores re- 
ported a sales decrease of 2 per cent 
and an inventory decrease of 11 per 
cent; women’s accessories stores had a 
sales decrease of 4 per cent and an 
increase of 2 per cent in inventories; 
custom tailors increased their inven- 
tories by 15 per cent while showing a 
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sales decrease of 2 per cent; and other 
apparel stores showed an inventory de- 
crease of 7 per cent as sales decreased 
1 per cent. 

Shoe stores also had the lowest 1947 
sales-inventory ratio, 4.5, as compared 
with 6.2 for the entire apparel group. 
Comparison of these shoe store ratios 
with that of the entire apparel group 
in years past shows: 


Apparel Group Shoe Stores 
i. SETS eee WE tes ee a 3.2 
ib || Rpemee ss as | SRE Sergey eo 3.0 
Te eda has MEE oo ccm ue a eee 3.1 
Wee oe oes ls ot os cece oe 4.0 
DOME 0 eae ae Ge cece ote ee 4.9 
TORe cco ess oc ecae a aes 5.9 
ype iis reas OF cei eee 8.2 
PUSS og aseeses a os Cae wee 6.3 


Reports were received from 700 men’s 
clothing and furnishings stores; 241 
family clothing stores; 762 women’s 
ready-to-wear stores; 204 women’s ac- 
cessories stores; 422 shoe stores; 181 
custom tailors; and 227 other apparel 
stores. 


Canadian Shoe Production 
Shows Decrease 


OTTAWA, ONT. — The Dominion 
Bureau of Statistics has issued the fol- 
lowing report on the production of 
leather footwear in Canada for the 
month of February 1948: 

Production amounted to 2,705,839 
pairs, an increase of 254,845 pairs over 
the preceding month and a decrease of 
593,692 pairs from February 1947. 

For the two months ended February 
29, the production of footwear totalled 
5,156,833 pairs compared with 6,431,- 
717 pairs in the corresponding period of 
1947. 

Of the 2,705,839 pairs made in Feb- 
ruary, 709,972 pairs were soled with 
materials other than leather. 





John K. Goldthorp Joins 
Dixon-Bartlett Company 


BALTIMORE, MD. — Henry Lam- 
brecht, president of Dixon-Bartlett 
Company, makers of women’s welt 
shoes, has announced the appointment 
of John K. Goldthorp to the sales 
staff. 

_Mr. Goldthorp will assist Paul Lip- 
pincott in the Philadeiphia ‘office. He 
served three years in the United States 
Navy aboard the destroyer John Rog- 
ers in the South Pacific. 
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MEN'S FOOTBALL SHOES 













No. 310 
Lea 
© Leather Soles 


$' 


$5.85 


August 1 Delivery 


ARNOFF SHOE COMPANY 


@ Duarable Smooth 
ther Uppers 


®@ Removable Cleats 


© Goodyear Stitched 





CHILDREN’S SHOES 
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Bauer's Foot Trainers 


In addition to right and left quor- 
ters for snug fit, 
keeps foot bal 


Built-in Cookie 








Write for descriptive price list and avall- 
ability of franchise fer your town. 


Manufacturers of Bovers Foot Trainers 
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New Device Gives Accurate 
Width Measurement 


NEW YORK. — Emanuel Newman, 
who is associated with the retail branch 
of the Florsheim Shoe Company in 
New York City, is the inventor of a 
new fitting device designed to indicatc 
accurately the correct width of a shoe 
required by the individual customer, 
based on the girth measurement at the 
ball of the foot. 

While some other devices give an 
indication of the width required, most 
of these depend cn the measurement 





New measuring device is slipped over 
the stockinged foot to determine 
width of shoe. 


across the bottom of the foot, and Mr. 
Newman maintains that this is no 
more positive indication of the correct 
shoe width required than a measure- 
ment across the back would provide of 
the chest or waist measurement of an 
individual. In either case, he states, 
the correct measurement must be de- 
termined from the girth. 

Mr. Newman’s device, on which 
rights are pending and which is there- 
fore protected from infringement, op- 
erates on the slide rule principle. It is 
calibrated to the last measurement at 
the ball, which is the width measure- 
ment of the shoe. The length of shoe 
required is determined in the usual 
way, by use of a size stick or other 
fitting device. The Newman width in- 
dicator is then slipped over the ball 
of the foot and, when adjusted, a 
calibrated scale shows the correct width 
for that foot in accordance with the 
size indicated by the size stick meas- 
urement. 

While some shoe fitters develop a 
keen judgment as to width required 
from experience and observation, this 
is not always a dependable guide, espe- 
cially in the case of less experienced 
salespeople. The new device inspires 
a feeling of added confidence and cer- 
tainly both in the salesman and the 
customer, and this psychological factor 
has been found to be a powerful aid 
in selling. As Mr. Newman expresses 
it, the use of this device takes the 
guesswork out of shoe fitting. It not 
only gives the salesman the accurate 
width requirement, but saves his time 
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and that of the customer by avoiding 
the necessity of trying on a number of 
different widths and sizes. 

Mr. Newman is a native of Cleve- 
land, where he was graduated from 
the law school of Baldwin-Wallace 
College. Soon afterward he became in- 
terested in efficiency engineering and 
was employed as an industrial engineer 
for some years by a Cleveland concern 
in the women’s apparel manufacturing 
industry. Coming to New York in 1932, 
he operated his own men’s shoe shop 
for some years in Jamaica, Long 
Island. There he became interested in 
problems of shoe fitting from an en- 
gineering standpoint. He has contin- 
ued his research in this direction and 
has had co-operation from members of 
the Florsheim organization and others 
in the industry. He is presently at- 
tached to the Florsheim store at 137 
East 42nd Street. 
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Bates Shoe Co. Names Two 
New Salesmen 

WEBSTER, MASS. —The Bates Shoe 
Company announces that C. W. Recke 
has been appointed to sell Bates Origi- 
nals and Bates Six-Footers in Minneso- 
ta, Wisconsin, Iowa and the Dakotas. 





Cc. W. RECKE 
“Rickey,” as he is popularly known in 
the trade, has been successfully identi- 
fied with the shoe business, both retail 
and wholesale, in the area assigned to 
him as Bates representative. 





TOM LYONS 

Tom Lyons has been appointed to sell 
the same lines in Missouri, Kansas and 
Oklahoma. Mr. Lyons’ former shoe con- 
nections are Florsheim Shoe Company, 
New York; Emery-Bird & Thayer, Kan- 
sas City; and the Professional Shoe 
Shop of Kansas City. 





Style Studio Resumes Business 

NEW YORK — Harry Berk who, be- 
fore the outbreak of World War II, 
was head of his own style studio here 
with a large clientele of mail order 
houses, manufacturers and wholesalers, 
announces that he has resumed busi- 
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ness under the name of Ben-Berk Fa- 
shion Creators. The business was dis- 
continued during the war because of 
style restrictions imposed by the gov- 
ernment. Mr. Berk has established his 
new office in Room 528, Marbridge 
Building, where original pullover mod- 
els are on display. 





California Dons’ Caravan 
Plays New York 


NEW YORK—One of the most un- 
usual promotions and fashion shows 
ever to hit New York was the Cali- 
fornia Dons’ Caravan of Fashion which 
arrived at the Commodore last month 
in a blaze of Western color. 

It was viewed by a large group of top 
flight store and press executives after 
a well-attended luncheon. Visitors were 
greeted at the entrance of the Grand 
Ballroom by the members of the Cali- 
fornia Dons attired in colorful sarapi 
and ornate sombreros. Welcoming Dons 
for the shoe industry were Mel Kauff- 
man, president; and Walter T. Gable, 
manager of the New York office of 
Casuals, Inc., shoe manufacturing mem- 
ber of the California Dons. 

The fashion show was unique in pre- 
sentations of its kind, featuring ani- 
mated mannequins displaying Cali- 
fornia made sportswear for men from 
Seully Bros., Inc.; McKeever’s Sports- 
wear; George S. Bailey Hat Co.; Holly- 
vogue Ties; Casuals, Inc.; Louis Roth 
& Co.; M. Jackman & Sons; Hollywood 
Rogue Sportswear; Catalina, Inc.; 
Sportsclothes Limited. Merchandise was 
shown against California fiesta set- 
tings. 


Eileen Jamieson _ 
Appointed to Ad Post 


BOSTON — The appointment of Ei- 
leen M. Jamieson as manager of the 
advertising department of Sandler of 
Boston has recently been announced by 
William Giddon, vice-president. 

Miss Jamieson is an honor graduate 
of Tufts College where she was promi- 





EILEEN JAMIESON 


nent in student activities. During the 
war, she was employed in an adminis- 
trative capacity at the Radiation Lab- 
oratory of Massachusetts Institute of 
Technology. This was followed by of- 
fice management and public relations 
work. 

Miss Jamieson’s department will also 
handle consumer and customer service 
for Sandler. 





Television Helps Sell Shoes in California 





HOLLYWOOD, CAL.—Tom Fuqua, sales 


of Jarman Shoe Co., Nashville, 


manager 
Tenn., with Keith Hetherington anc Harrise Brin, stars of the “SHOPPING AT HOME” 
program sponsored by Harris & Frank stores of California on Paramount Television 
Station KTLA. On the telecast, Mr. Fuqua told of the latest style features of Jarman 
shoes for Summer, as featured by thirteen Harris & Frank stores throughout Southern 


California. 








Twenty Pounds of Top Level Evidence 





WATERTOWN, MASS.—A 20-pound salmon was the prize catch recently of Stanley 
Heald, president of Stetson Shoe Company, Weymouth, Mass., when he was on a 


fishing trip with C. L. Muench, president of Hood Rubber Company, here. 


On the 


right, holding the salmon, which measured 43 inches, is Mr. Heald. Mr. Muench did 
not Go too badly either, judging from the three salmon he holds on a line. 





Vogue Shoe Company Has 
New Follow-Up Cards 


LOS ANGELES, CAL.—The Vogue 
Shoe Company, manufacturers of Holly- 
wood Skooters, has introduced a follow- 
up card when a response to one of their 
national ads is received. 

One card goes to the customer with 
thanks for the inquiry and the address 
of the nearest retailer stocking the 
brand. A second card, similar in design, 
goes to the retailer with the name and 
address of the customer. 

The cards are so worded and designed 
that addressing them and filling in the 
information can be done very quickly. 





Sports Columnist Guest on 
Brown Shoe Telecast Show 





NEW YORK.—Grantiand Rice, prominent 
sports columnist, center, was snapped re- 
cently at Yankee Stadium, here as he was 
interviewed during a 15-minute telecast 
on WABD, sponsored by the Roblee Divi- 
sion of the Brown Shoe Co., St. Louis. 
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William Geissler Joins 
Selby Sales Force 


PORTSMOUTH, 0O.—William Geiss- 
ler has recently joined the Selby Shoe 
Company’s selling organization and will 





‘ 





WILLIAM GEISSLER 


cover the Central territory for the 
Physical Culture Division from Chicago. 

Mr. Geissler has a wealth of experi- 
ence both in retail and wholesale shoe 
operations and his addition to the sales 
force is another step in the Selby ex- 
pansion program. 








Montreal Firm Moves 


MONTREAL, QUE. — Bill Jacobs, 
head of La Favorita Shoe, Inc., Mon- 
treal, makers of men’s hard sole slip- 
pers recently announced that the op- 
eration had been moved to larger quar- 
ters on Papineau Avenue, Montreal. 
cently resumed by Selby. 





Joins Staff of Arrow 
Decorating & Fixture Co. 


PHILADELPHIA. — Arrow Decorat- 
ing & Fixture Company, of this city, 
announces the addition to its staff of 
Craig L. Embree. 

Mr. Embree is well known in the re- 
tail shoe trade as a talented creator of 





CRAIG L. EMBREE 


shoe display fixtures, window sets and 
store interiors. “His rich experience,” 
said sales manager C. E. Brooks re- 
cently, “will greatly increase our ser- 
vice to many of our clients.” 


Fall Promotions Encouraged 
By Folders to Dealers 


PORTSMOUTH, O. — To encourage 
its dealers to advertise and promote in 
a more enthusiastic and consistent 
manner than might be the case were 
they to receive only one mailing from 
the advertising department, The Selby 
Shoe Company of this city has put into 
execution a plan whereby retailers 
handling any of the Selby lines will 
receive monthly a promotion piece de- 
voted exclusively to dealer help mate- 
rial which is all-inclusive in_ its 
coverage. 

Some time well before August, under 
this plan, Arch Preserver dealers, for 
instance, will receive a handsome port- 
folio outlining the advantage of get- 
ting the jump on competition in August 
by the early Fall promotion of that line 
and offering attractively colored win- 
dow posters, price tickets and a direct 
mail folder in addition to a wide variety 
of newspaper advertisements in mat 
form in which individual shoe cuts, also 
offered, can be inserted. August folders 
are to be sent also to merchants who 
handle Cantilevers, the Tru-Poise line, 
Physical Culture and Styl-EEZ. 

A series of September folders cover- 
ing the same lines also has been pre- 
pared to aid in the promotion of Selby 
lines later in the season. 

Also included in the promotionzi 
material recently put out by this com- 
pany is a well-planned catalozue of 
Junior Arch Preserver shoes to stimu- 
late the children’s shoe program. 
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BROWN KID ROMEOS 
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leather soles, brown rubber heel. 
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| C. W. Butler, Sr., Honored 
By General Shoe Salesmen 


NASHVILLE, TENN. — Forty-seven 
| years of service in the shoe business 
| was given recognition in Nashville this 








A. C. Welborn (left) and C. W. Butler, Sr. | 


week when C. W. Butler, Sr., a member | 
of the board of directors of General | 
Shoe Corporation and head of the | 
juvenile and women’s sales divisions 
was presented with a gold watch, chain 
and knife, by salesmen of the Edge- | 
wood and Fortunet divisions. 


| 
j 


Mr. Butler will remain as a director 
of the company but will devote his time 
to specialized duties instead of carry- 
ing on the heavier administrative re- 
sponsibilities of the juvenile and wo- 
men’s sales divisions. 

He has been with General Shoe Cor- 
poration since May 1936, when General 
Shoe purchased the old J. K. Orr Shoe 
Company of Atlanta. 


Representing the Edgewood and For- 
tunet salesmen in making the presenta- 
tion to Mr. Butler and A. C. Welborn, 
senior salesman of the Edgewood divi- 
sion, who reminded Mr. Butler that the 
watch was “for your long and under- 
standing guidance.” Mr. Welborn him- 
self has been in the shoe business for 
50 years and now represents the Edge- 
wood line in the North Georgia terri- 
tory. 


Salvage Buys Partner’s 
Interest in Company 


MANCHESTER, N. H.—Purchase of 
the Molloy interests in the Salvage- 
Molloy Shoe Co. at 75 West Hancock 
Street, this city, by the Touis H. Sal- 
vage Shoe Co., and acquisition of the 
Salvage interests in the Merrimack 
Shoe Co., in Lowell, Mass., by James J. 
Molloy, have been announccd kere by 
Louis H. Salvage. 


The Manchester factory will continue 
to operate 2s usual, Mr. Salvage stated. 





Mr. Molloy had been associated with 
ownership of the local plant for the 
past 12 years and Mr. Salvage had had | 
an interest in the Lowell industry for | 
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three years. 
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Throughout America 
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WORK SHOES 








Men’s Popular Priced Work Shoes 
Men’s Steel Toe Safety Shoes 
Union Made 
GOODWILL SHOE COMPANY 


Holliston, Massachusetts 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 
Write for Bulletin AT 


NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicago 1, Ill. 











Store To Have New 
Cowboy Boot Section 


CHEYENNE, WYO. — The J. C. 
Penney Co. store here has completed a 
remodeling and expansion project which 
includes a modernized family shoe de- 
partment on the first floor, and a 
new departmént, on the same floor, 
to be known as the Western Shop—a 
complete cowboy boot section with 
boots for all members of the family, 
according to F. C. Hultquist, manager 


of the Cheyenne store since 1928. 
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Obituaries 





Charles Ault 


BROCKTON, MASS.—Charles Ault, 
65, director, vice-president and general 
manager of the W. L. Douglas Shoe 
Company since 1939, was found dead 
in bed in his room at Hotel Bryant 





CHARLES AULT 


June 17. Medical Examiner Peirce H. 
Leavitt said death was due to natural 
causes. Company officials said the na- 
tionally known figure in the shoe in- 
dustry had been in ill health a short 
time. Private funeral services were held 
June 21 from the Plummer and Mer- 
rill Funeral Home, Auburn, Maine. 

Mr. Ault was founder of the Ault- 
Williamson Shoe Company, Auburn, 
and had been associated with numerous 
shoe companies throughout the country. 

He was active in the Maine State 
Chamber of Commerce, and the Coun- 
cil for the Development of New Eng- 
land, and was appointed a member of 
the executive committee in charge of 
the development of the Maine publicity 
program. He was an active member of 
the Congregational Church of Auburn 
and for years worked in behalf of the 
young men of that city, being director 
of the Y.M.C.A., chairman of the mem- 
bership committee, and a member of 
the State Y.M.C.A. committee. In 1941 
he was elected a director for three 
years of the National Shoe Manufac- 
turers Association. 

A native of Hagerstown, Indiana, he 
graduated from Hagerstown High 
School with the intention of studying 
law at the state university. He began 
working at the age of 12, being em- 
ployed after school hours in a shoe 
store, and by the time he was ready 
to enter college he became familiar 
with the details of the business. As he 
was about to enter college, his em- 
ployer became ill, and assigned him to 
run the business. 

He had had a wide and extensive 
shoe experience as salesman and as 
head of his own company. He had been 
associated also with some of the larg- 
est shoe companies in the country such 
as International Shoe Company, St. 
Louis; Godman Shoe Company, Colum- 


bus, O.; Craddock-Terry Shoe Corpora- 
tion, Lynchburg, Va., and many others 


Harry W. Hunter 


BOSTON.—Harry W. Hunter, sales- 
man for G. H. Bass & Company for 
forty-five years, passed away recently 
at his home in the West Roxbury dis- 
trict of this city. He was buried in the 
family lot at Farmington, Maine. For 
the last several years his territory was 
Southern New England, including a 
good part of New Hampshire and Ver- 
mont. : 

Mr. Hunter was born in Portland, 
Me., June 6, 1882. His father died when 
he was quite young and his mother 
moved to Wilton where he was edu- 
cated in the public schools. 

At the age of 17 he went to work 
for G. H. Bass & Co., at a salary of 
$4.00 per week, and in May, 1949 he 
would have completed fifty years with 
this concern. When he first went to 
work for the Bass company the line 
consisted of work shoes and boots to 
be used for working in the woods, 
river driving, farming, etc. It was a 





HARRY W. HUNTER 


backwoods and small-town line and 
sales were limited mostly to Maine and 
New Hampshire. Mr. Hunter had much 
to do with changing and developing the 
line for the city trade, and made many 
constructive suggestions in the design 
of the Bass line. He was a true sales- 
man, in that he sought to serve both 
his customer and his firm, knowing 
that a business to be permanently suc- 
cessful must be profitable both to the 
buyer and the seller. He had a genu- 
inely friendly spirit, which made busi- 
ness relations with him not only plea- 
sant at the time, but permanent and 
lasting. He was one of the best known 
and best liked shoe salesmen in New 
England. 

Besides his interest in the shoe busi- 
ness, he was chairman of the board of 
directors of the Eastern Commercial 
Travelers Association, director of the 
Highland Club, and member of the 
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Unitarian Club. He was also a Thirty- 
Second Degree Mason, a member of the 
Kora Temple (Lewiston, Maine) Shrine, 
and a former officer in the Boston Shoe 





Travelers Association. 

He is survived by his widow, Luella 
(Russell) Hunter; one daughter, Ruth; 
three sons, James, Hannibal and Law- | 
rence; and four grandchildren. His | 
second son, Hannibal, worked with his | 
father and is now covering the terri- 
tory formerly covered by him. 
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Ruth Lee Thompson 


NAUGATUCK, CONN. — Mrs. Ruth 
Lee Thompson, well-known shoe design- 
er and stylist, passed away recently at 
the Waterbury (Conn.) Hospital at the 
age of 41. 

Starting her professional career in St. 
Louis, she later moved to New York to 
become designer and stylist for La 
Valle, Inc. Seven years later, early in 


1945, she joined the Footwear division | 
of U. S. Rubber Co., in this city, as | 
stylist. In the Spring of 1947, she be- | 


came a partner with her husband, Ben- 
ton Thompson, in the firm of that name, 
engaged in making Rain Wraps, novelt7 
protective shoe coverings. 





George Wiskochil 


DETROIT — George Wiskochil, 55, | 


veteran shoe traveler, died May 5 from 
coronary occlusion. 


He started in the shoe business with | 


the R. H. Fyfe and Company store in 
Detroit about 1915 as a shoe salesman. 
After service in the Army during World 
War I, he became a shoe traveler, serv- 


| ing with a number of different com- 
panies in Michigan, Ohio, and Indiana, 
| making his headquarters in Detroit. He 

was 


with the Virginia Lee, Herbst 
Shoes, Scott Foot Appliance, and other 
companies. 

For the last five years, he has been 
off the road, following a heart attack, 
2nd was a salesman in the Demery and 
later the Clyde Hornung Store in the 
Fisher Building, Detroit. 

He is survived by his widow and one 
daughter. 





Jacob Katzenstein 


SHREVEPORT, LA.—Jacob Katzen- | 


stein, 83, founder and executive officer 
of the United Shoe Stores Co., and a 
resident of Shreveport for the last 49 
years, died suddenly at his home here 
recently. 

Mr. Katzenstein founded the United 
Shoe Stores in 1899, which are now 
owned and operated by his two sons, 
Aaron and Frank Katzenstein. The 
firm has offices at 610 Texas Street and 
operates 31 shoe stores throughout the 
South and Southwest. Mr. Katzenstein 
came to Shreveport from Cincinnati, 
his birthplace. He formed the Regent 
Shoe Store, which later became the 
United Shoe Stores Co. 

Besides his two sons, he is survived 
by a brother, Sam Katzenstein of Pine 
Bluff, Ark., and five grandchildren. 


Charles W. Hutchins 

ROCKLAND, MASS. — Charles W. 
Hutchins, 92, of this city, prominent 
shoe man for many years, died recently 
at his home, here. 

A native of Lovell, Me., Mr. Hutch- 
ins was superintendent of the Wright 
& Richards shoe factory and later be- 
came a partner of William Wright at 
which time the firm name became 
Wright & Hutchins Company. 

He traveled to Europe several times 
in behalf of his company and received 
a letter of commendation from the 
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A real profit builder! Well-made 

sandals with smooth plump elk 

uppers. Heavy molded soles. Made 

in our better-grade stitch-down fac- 
tory. Immediate delivery. 
Order today! 


"PILOT SHOE CO. 
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late President Woodrow Wilson for his 
efficiency in supplying shoes during the 
first World War. 

Mr. Hutchins is survived by a son, 
Charles M., of Marshfield, Mass.; a 
daughter, Mrs. Jennie Pierce, of Rock- 
land; three grandchildren and four 
great grandchildren. 





Arie Van Coevering 

GRAND HAVEN, MICH.—Arie Van 
Coevering, prominent shoe merchant of 
this city died suddenly of a heart at- 
tack here early this month at the age 
of 55. He and his brother, John, oper- 
ated the business known as Van 
Coevering Bros., at 203 Washington 
Street, this city. 

Mr. Van Coevering was born in The 
Netherlands and came to this country 
when a boy, entering the shoe business 
later as an assistant to his father who 
conducted a store here. On the retire- 





ment of his father in 1928, he and his 
brother organized Van Coevering Bros. 
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SALESMEN WANTED 








FOR A 
SOLID AND SUBSTANTIAL 


OPPORTUNITY. s» ss 


One of the largest and oldes: manufacturers of rubber and fabric footwear 
has openings for several high-grade young men between 25 and 35 years 
of age with retail footwear experience who want to start a road selling 
career. One that offers a future with security and good living. Where 
there is no “closed season.” Where there is variety instead of routine. 
Where earnings can be increased in proportion to effort put forth. 

Write — Tell us all about yourself (in confidence) in your first letter to 
Address #618, care Boot & Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 








UNLIMITED OPPORTUNITY 


For Earnings available to HONEST, CONSCIENTIOUS, HARD 
WORKING men with SALES ABILITY, seeking a life-time connection 
where they will be happy in their work. 

Openings available in MID-WEST STATES, NEW ENGLAND & 
CENTRAL ATLANTIC STATES, for high-type, experienced men. 
Complete, well-accepted line. Must know corrective fitting, have car and 
be free to travel. Previous road experience helpful. Full time — no sideline. 

Write In Confidence to Mr. Scott, giving full particulars, qualifications 
and photo. 


SCOTT FOOT APPLIANCE COMPANY 
1701 Webster St. Omaha 2, Nebraska 








SIDE LINE 








WANTED 


Salesmen to carry manufacturer’s line of 
In-Stock and Make-up novelty women’s 
Slippers and leather casuals, nationally ad- 
vertised to retail for from $3.00 to $5.00. 
Territories open: 

North and South Carolina 

Georgia, Florida and Alabama 

Virginia, West Virginia and Tennessee 

Southern Ohio and Kentucky 

Indiana 

Minnesota and North Dakota 

Montana. 
This is an excellent companion line to a 
line of better grade women’s street shoes. 
Write qualifications. 

eare BOOT & SHOE RECORDER 

aan} Bast sand Street, New York 17, N. Y. 











FULL TIME SALESMEN 


NATIONALLY KNOWN AND ADVER- 
TISED LINE OF RIDING, WESTERN 
AND JODHPUR BOOTS AND MOC- 
CASINS. HAVE OPENINGS IN THE 
FOLI.LOWING STATES: 


OHIO NEBRASKA 
ILLINOIS NEVADA 
INDIANA NEW MEXICO 
MICHIGAN UTAH 
ARIZONA CALIF. 
WISCONSIN WASHINGTON 
IOWA OREGON 


Address #620, care Boot & Shoe Recorder, | 
100 East 42nd Street, New York 17, N. Y. 





SALESMEN WANTED 


To Sell Fast Styled Line Wo- 
men’s In-Stock Line of Fashion 
Footwear; One in Michigan, 
Another in Minnesota and Wis- 
consin. Line well established in 
these territories and offers per- 
manent and profitable connec- 
tion. If you have had road or 
Retail Shoe Selling Experience 
write giving age, and amount of 
experience. Address: - SHU- 
STILES, INC., 1214 Washing- 
ton Avenue, St. Louis 3, Mo. 











GALESMEN: EXCEPTIONAL RUBBER 

SUEDE BRUSHES; all territories; large 
commissions. State following. Address #639, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





SALESMEN WANTED 


To represent Manufacturer of 
High Grade Misses’ and Chil- 
dren’s Stitchdowns in the fol- 
lowing territories: 

A. Mid-Atlantic States 

B. Southeastern States 
Must be of excellent reputation, 
thoroughly experienced, am- 
bitious, and have a following 
among volume Buyers. Please 
state your experience, past and 
present connections, references. 
All replies treated in strict con- 
fidence. 
Address #634, care Boot & Shoe 


Recorder, 100 East 42nd Street, 
New York 17, N. Y. 











CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. Ii 
advertiser's own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 


vertising except for regular advertisers on contract. 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


a> Advertisements for this page must be in our New York Office 10 days preceding publication date “3 
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SALESMEN WANTED 





SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 








SALESMEN WANTED 


To Sell Men’s and Growing Girls’ 
Goodyear Welt direct to Chain 
Stores and Retail Accounts. Com- 
mission 7%. Territories open: Penn- 
sylvania, New York City, New Jer- 
sey, Ohio, Michigan, Iowa, Nebras- 
ka, Minnesota, Texas, Louisiana, 
Virginia, West Virginia, North and 
South Carolina, Delaware, Mary- 
land, Connecticut, Rhode Island. 
Write in confidence giving details 
and reference. Box #593, care of 
Boot and Shoe Recorder, 10 High 
Street, Boston 10, Mass. 








Representative Wanted 


For Alabama, Tennessee and Missis- 
sippi by one of Boston’s Largest 
Wholesalers. Applicant must have 
years of selling experience in terri- 
tory. An excellent opportunity for the 
right man. For full particulars write 
to Box #587 care of Boot and Shoe 
Recorder, 10 High Street, Boston 10, 
Mass. 











SALESMAN WANTED TO CARRY AT- 

TRACTIVE AUSTRALIAN ALL-WOOL 
QUALITY FELT SLIPPERS, Priced right. 
«ll territories except New York City, Washing- 
ton, D. C., and territory south of Washington, 
East of the Mississippi; Oregon, Washington, 
and Idaho. Address #617, care Boot & Shoe Re- 
centers 100 East 42nd Street, New York 17, 





LARGE DISTRIBUTOR OF INFANTS’ 

Popular Priced Pre-Welts, needs  Sales- 
men, on Commission basis, for: Pennsylvania, 
Michigan, Connecticut, New York State, 
Ohio and West Virginia. HAPPY TOT SHOE 
ie Sateen rca P. O. Box 176, Mt. Holly, 





FoR NEW ENGLAND STATES, experi- 

enced Shoe Salesman, preferably living 
in territory, to Carry Nationally Advertised 
Casual Women’s Line. Apply with recent 
photo, personal data giving past experience, 
to: COBBLERS, INC. 1212 Stanford Ave., 
Los Angeles 21, California 





ANTED: SALESMAN TO COVER 

MIDDLE WEST, Pittsburgh to the 
Coast with a Line of Women’s Novelty Dress 
Shoes and Wedgies, Compos, single soles, to 
retail at $4.00 and Platforms to retail at 
$5.00, to sell to large Chains and Jobbers. 
Commission basis. Position will assure suf- 
ficient salary. Write details and experience. 
Address #621, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





ANTED: MANUFACTURERS - REP- 

RESENTATIVE for Nationally known 
firm making Line of Shoe Materials. Please 
state experience and territory. Address #625, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


July 1, 1948 





OMEN’S HI-STYLE SPORT OXFORDS, 

Ankle Straps, etc. and Casuals, medium 
price Line. Commission basis. Drawing account 
will be paid when worth is proven. Address 
#626, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





ALESMEN, TO CARRY AS SIDELINE 

twelve outstanding Styles in Men’s Fast 
Selling Kid Slippers. In _ Stock proposition. 
All territories open. Commission. Write, 
giving full particulars. Address #629, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





WOMEN'S HI-STYLE AND STAPLE 
SHOE LINE, all proven sellers and top 
flite Styles, offered to experienced men in 
Ohio, Indiana, Minnesota, Wisconsin, Michi- 
gan, Kansas, Nebraska, Texas, Illinois, 
Missouri and Southern States. Write in_con- 
fidence giving details to: BENJAMIN WALK 
& CO., INC., 205 Essex Street, Boston, Mass. 





GALESMEN MEN’S SHOES: Distributor 
of fine Imported Footwear for Men wants 
two representatives — Chicago and Midwest; 
Houston and Southern States — handling non- 
conflicting Line. These are high-priced shoes, 
regularly advertised in American publications. 
Orders shipped promptly from large stock in 
New York. Liberal commission paid. Men must 
have a following in leading stores throughout 
territory. Address #637, care Boot & Shoe Re- 
i 100 East 42nd Street, New York 17, 
=. 





‘THREE TERRITORIES OPEN: Pacific 

Coast; North Carolina, South; St. Louis- 
Chicago. For live wire, experienced salesmen 
calling on volume .accounts. We are now mak- 
ing a complete Line of Ballerinas in Suedine, 
Satins, and Leather. Please forward all informa- 
tion about self in first letter. Address #640, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





Atl TERRITORIES OPEN. New Look 
Velvet Gold Trim Women’s House Slip- 
per. Just out. Terrific Sellers. Good Commis- 
sion. Address #641, care Boot & Shoe Re- 
aie 100 East 42nd Street, New York 17, 
Was. 





SIDE LINE SALESMAN WTD. 





N IMPORTANT PATENTED ITEM for 
TA Haberdashers and Shoe Stores as a side line 
to an alert sal Uulimited territory in 
U. S. A. and Canada. Liberal commissions. 
State territory. Address #609, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 37, % Y. 








MANUFACTURER OF METAL, RHINE- 
STONE AND CUT STEEL SHOE 
BOWS desires salesmen calling on Ladies’ 
Shoe Trade, to carry on small tray of terri- 
fic Metal Ornaments. RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 
ae * 





FACTORY REPRESENTATIVES 
Side Line — Commission basis. 
Men calling on Better Grade Stores, 
to carry Children’s Compos to re- 
tail at $4.50 to $5.50. Proven good 
sellers, All Widths. Most territories 
available. Include qualifications in 
first letter. Replies held in strict 
confidence. 

Address 3632 Care 
BOOT & SHOE RECORDER 
100 East 42nd Street 
New York, N. Y. 











MAKE YOUR TRAVELING EXPENSES 
3 Samples of Nationally Advertised, 


High-Grade Women’s Shoe Forms. In 
Stock. Liberal Commission. Territories 
= —_, Sag State, bord = 
irginia, est Virginia, io, Indiana, 
Michigan. THIS ITEM GOES WELL 
WITH WOMEN’S STYLE AND CAS- 
UAL LINES. 
—— 








Address F den 
BOOT & SHOE RECORDER 
100 East 42nd Street New York, N. Y. 











COMPLETE LINE OF INFANTS’, 
CHILDREN’S AND MISSES’ _ PRE- 
WELTS, STITCHDOWNS, C ‘oO 
AND GOODYEAR WELTS IN STYLES 

. FOR VIRGINIA, 


YORK STATE AND PENNSYLVANIA. 
Addrses 
BOOT & SHOE RECORDER 
100 East 42nd Street 
New York, N. Y. 











IDELINE SHOE SALESMEN — very 
experienced — wanted by Jobber for 
Work Shoes, Moccasins, Surplus Shoes, 


Athletic Footwear. Commission and drawing 
account. Address #623, care Boot & Shoe Re- 
conden 100 East 42nd Street, New York 17, 





POSITION WANTED 





LL AROUND LADIES’ SHOE FAC- 

TORY COST MAN; Twenty years’ ex- 
perience in establishing Piece rates. Determina- 
tion of Sample cost, etc. Age 45. Desires posi- 
tion with middle-Western company. Address 
#601, care Boot & Shoe Recorder, 1221 Locust 
Street, St. Louis 3, Mo. 





SALES MINDED 
CREDIT AND OFFICE MANAGER 
ACCOUNTANT 


12 Years’ experience Shoe Manufacturing. 
Sporting Goods and Hardware. Thoroughly 
versed in all phases of credit—accounting 
and modern office procedure, including costs, 
purchasing, inventory control, etc. Age 43; 
Married; Veteran. Desire connection with 
Manufacturer or Large Wholesaler in above 
lines. Go anywhere, but prefer Milwaukee 
or Middle West area. 


Address: Box #633, care of Boot & Shoe 
Recorder 209 South State Street, Chicago 4, 
Ii. 











HOROUGHLY EXPERIENCED ORTHO- 

PEDIC AND CORRECTIVE RETAIL 
SHOE SALESMAN, Capable of Buying, 
Managing, Selling. Address #642, care Boot 
& Shoe Recorder, 100 East 42rd Street, New 
You 3, ASX. 





HELP WANTED 





GHOE DEPARTMENT MANAGER, ex- 

perienced, clean cut, alert young man for 
top Lehigh Valley Department Store. Thorough 
knowledge of better grade Women’s and 
Children’s Shoes. Prefer resident of Easton. 
Bethlehem or Allentown, Pa. area. Excellem 
opportunity; salary and percentage. Replies 
held in confidence. Our employees know about 
this ad. Write stating age; marital status: 
education; shoe fitting experience; last two 
employers and length of employment; former 
salary, and what expected. Address #624. 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





HOE BUYER AND SHOE MERCHAN- 

DISE MAN for chain of ten stores. Stores 
are junior department stores having family shoe 
departments, located in Kentucky towns of 2,500 
to 25,000 population. Man must have chain- 
store system experience and be able to buy, 
merchandise, and visit stores weekly. Apply 
by mail to M. Shapira and Sons, 528 W. Main 
St., Louisville, Kentucky. 





ANAGER, FOR WOMEN’S AND CHIL- 

Yt DREN’S SHOE DEPARTMENT in Ju- 

nior Department Store located in Middle West ; 
Population 15,000. Stare previous experience. 
Pag = ming rl ag Address #602, care Boot 


& $ R 1 lew 
ahs * i 2a 00 East 42nd Street, New 














HELP WANTED 


HELP WANTED 
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CREDIT - COLLECTION MANAGER WANTED 





* An Old, Well Established Manufacturer of Nationally-known 
Men's Shoes desires an Experienced man, familiar with credits, 


to take full charge of the credit and collection department. 


° Our Lines are well distributed to the better Stores and Mer- 


chants througkout the entire country. 


* Please give qualifications, age, business history, etc. in letter. 





York 17, N. Y. 





Address #619, care Boot & Shoe Recorder, 


100 East 42nd Street, New 








BASEMENT SHOE BUYER: Aggressive, 
promotional-minded Buyer for large Mid- 
west Department Store. Experience should qual- 
ify applicant to handle up to half-million volume. 
Execllent salary and bonus. Interview Midwest 
or New York. Write in confidence full per- 
sonal and business details. Address #603, care 
Boot & Shoe —— 100 East 42nd Street, 
New York 17, N. 





HOE SALESMAN for better-grade Women’s 

Shoe and Accessory Salon in New England 
town 120 miles from New York City. Must 
be PB 2 ay dependable, and experienced in 
selling high fashion. Guaranteed salary plus 
commissions, Write fully. Address #639, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





LINE WANTED 








with Association. WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDG., 219 WEST SEVENTH STREET, LOS 
ANGELES /4, CALIF. 











OP-FLIGHT, YOUNG SALESMAN, Cap- 

able volume selling, seeks new connection 
for New York and South-eastern territory. 
Factory only. Give full particulars. Address 
#615, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





FOR SALE 


STABLISHED SHOE POLISH MANU- 

FACTURING COMPANY. Trade marked 
brand sold continuously since 1937. Sales 
established in highest rated department stores 
in U. S. Complete inventory of all labels, 
cartons, glassware, caps and raw materials. 
Purchaser will receive complete formulae for 
manufacture, listing of accounts sold, registered 
trade mark and company name. Shipments 
being made eyery day. rchaser to take over 
ond continue. Equipment for manufacture and 
filling available if desired. This is an excellent 
opportunity to acquire an established busine:s. 
About $20.000 needed to handle. If interested, 
Address #628, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








HOE SALON FIXTURES — 24 Chairs: 

2 Double Settees; Hosiery Counter; Hand- 
bag Wall Unit; Adrian X-Ray Machine; Car- 
tier Air Conditioning Unit; Carpeting; all 
furniture Blonde Maple; Like New; Used 1 
year; Original Cost about $5,000. Sacrifice 
$2.000. Located Central Pennsylvania. Address 
#631, care Boot & Shoe posestye. 100 East 
42nd Street, New York 17, N. 





FOR SALE: SHOE STORE SOUTHERN 

CALIFORNIA Beach Town; Population 
15,000 and growing. Clean Stock and Fixtures; 
Lease. Owner forced to go East. Address: 
Box #636, care of Boot and Shoe Recorder, 
5410 Wilshire Blvd., Los Angeles 36, Cal. 





FOR LEASE 








TTENTION, MANUFACTURERS: Job- 

ber mer ag in Children’s Footwear 
wants and Boys’ Hard and Soft 
Sole Slipper 3 te and Children’s Novelties 
for distribution. Address #622, care Boot & 
Shoe a? 100 East 42nd ‘Street, New 
York 17, N. ¥. 


8 





PACE TO LET: Lincoln Building, 72 

Lincoln Street, Cor. of Lincoln and Tufts 
Streets, Boston, Mass., Third Floor; Approxi- 
mately 2500 square feet; Freight and Passenger 
Elevator Service and Heat Furnished. Apply: 
Samuel L. Sneirson, 27 School Street, Boston, 
Mass. Capitol 7-0286. 








JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 














WANTED TO PURCHASE 





RET: AIL SHOE CHAIN, HAVING STORES 
OR DEPARTMENTS with a total volume 


of $400,000 to $600,000, within 500 mile 
radius of St. Louis. Address: Box #627, care 
of Boot and Shoe Recorder, 1221 Locust 
Street, St. Louis, Mo. 





WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs" 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 


ALWAYS RELIABLE 








46 No. 4th St. Phile. 6, Pa. 
Phone: LO 3-9533 
MY HOBBY 


Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 
76 Reade Street New York 7, WN. Y. 
Telephone: WOrth 2-891 
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MERCHANTS’ NEEDS 


| MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. S: ! 
sy to Use for all types 
of shoe stretching on men’s 
women’s and children’s 


pare Guaranteed for All Time 
120 N. Main st. ALL PURPOSE SHOE STICK CO.procxrorp, ituinots 


SAVE SALES 


shoes. 











WANTED TO PURCHASE 


WANTED TO PURCHASE 








GET TOP VALUE 


in Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 


























Handy, durable clamp for 
displaying pairs in many po- 
sitions. No display stand 56-98 
needed. Price per dozen........ 


M. D. POLLINGER CO. 


HOLLAND BLDG, ST. LOUIS, MO. 











BARIS BUYS for CASH 


SARIS SHOE. co. 


New York 





Term Leases Assumed 


since 1932 
ine 


7, N.Y : Tei.: WOrth 2-5180 





Wises TO PURCHASE—Arch Shoes— 
gg RP geen A ee me ge ng 
Send samples. We 
STRAHL SHOE COMPANY, 
Avenue, San Diego, California. 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 


1250 Prifth 














CASUAL AND PLAY SHOE | 


CLOSE OUTS — WRITE 
Details and Price to 
P. O. Box 805 
Syracuse, New York 

















Lester J. Pincus Purchases 
Chicago Wholesale Firm 


CHICAGO — Lester J. Pincus, owner 
of Lester Pincus Shoe Corporation, 
New York, has recently announced the 
purchase of Groves Shoe Company. 
here. The name of the Chicago com- 
pany, a wholesale distributor of shoes 
and slippers, is to be changed to Lester 
Pincus of Chicago, Inc. Ben Greenblatt, 
formerly of the New York office, is in 
charge of the Chicago firm. 


July 1, 1948 


Vaisey to Cover West Coast 
For Vaisey-Bristol Shoe Co. 
ROCHESTER, N. Y.—Spencer Vais- 


ey has recently been appointed vice- 
president of the Vaisey-Bristol Shoe 





SPENCER VAISEY 


Co., in charge of the West Coast terri- 
tory and has left the Rochester home 
office to take up residence and estab- 
lish an office on the West Coast. 

Mr. Vaisey has been active in the 
sales and dealer end of the Vaisey- 
Bristol operation for the last several 
years, since his discharge from the 
Army Air Force. 

This move will put one of the top 
men in the Vaisey-Bristol organization 
on the West Coast to care for the needs 
of the many Jumping-Jack dealers 
there. 








NEW ADJUSTABLE 


Price ticket Pouy Cup 


remains in 
desired posi- for Price Tickets 
\ 





tion at all 
times. 
This is an ex- 
clusive pat- 
ented feature. 
$5 gross 
$2.75 
half gross 
M. D. POLLINGER CO. 


| HOLLAND BLDG. ST. LOUIS, MO. 


Thtats «06 Ydeas 











FOR YOUuR 


NEWSPAPER ADVERTISING 





—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and newspaper 
advertising. 
€ 


2. Vincent Edwards Idea Clipping 
Service 
Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


VINCENT EDWARDS & CO. 
World's largest adv vertising 
service organization 
342 Madison Ave., 
New York City 
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Transparent Shade Company's 
Sensational New 


DISPLAY 
MIRACLE 








SPARENT SHADES TRADE MARK 
Leanne Sun Protec- 
tion plus visibility than ever before offered! 

It's Infra-Chem —a discovery from 
the laboratories of Transparent Shade Co. that 
invisibly chemicalizes acetate material, thus | 
repelling virtually a// harmful sun rays! 

Now you can say goodbye to need- | 

less fading and damage . . . to lazy hidden win- 
dows ...to sun-spoiled profits. Now you can 
safely display, the Infra-Chem way. Written 
Guarantee with every shade! 
CAUTION: Infra-Chem és our 
exclusive process, original and 
secret. Don’t be misled by imita- 
tions. No other sun shade can 
offer you Infra-Chem. 





—— 


| 
"| [RANsPanent SHADE CO. 


2 “JLOS ANGELES, CALIFORNIA 





SEND FOR THIS 
FREE BOOKLET 





TRANSPARENT SHADE CO. 

Dept. 5G, Box 2135, 

Terminal Annex, Los Angeles 54, Calif. 

Send me immediately your illustrated 
brochure and details on new Infra-Chem 
“Sun Protection plus Visibility” 




















| turing Co., 
| and retailer of men’s shoes, has recently 
| opened 


Glen Davis Now Representing 
Acrobat Shoe Co. 


NASHVILLE, TENN.—Acrobat Shoe 
Company, division of General Shoe Cor- 
poration, has announced the appoint- 





GLEN DAVIS 


ment of Glen Davis to represent the 


Acrobat line in Washington, D. C., 
Maryland, and Central Pennsylvania. 

Mr. Davis comes to Acrobat from 
William Hahn & Company, Washington, 
D. C., where he had several years’ ex- 
perience in shoe retailing. 





New Boot Line 
Introduced at Dalias Show 


DALLAS, TEX.—A new line of cow- 
boy boots, known as Gene Autry boots, 
was introduced picturesquely at the re- 
cent shoe show held here under the 
sponsorship of the Southwestern Shoe 
Travelers Association. Owner of the 
name as applied to cowboy boots and 
distributor of the merchandise is the 
Graham-Brown Shoe Company of this 
city. 

Gene Autry boots are made in a wide 
range of color combinations and in sizes 
5 to 11. Colorful underlays and intricate 
leg patterns are two features which 
make the line attractive. The bright 
red pull straps are stamped with the 
facsimile autograph of the Western 
star for whom they have been named. 
His name also appears on the bottom 
stamp. For these boots has been de- 
signed a colored carton complete with 
pictures of Gene Autry and his famous 
horse, Champion. 





_ New Store Opened in Chicago 


CHICAGO.—Cannon Shoe Manufac- 
Baltimore, manufacturer 
store in 


its second retail 


Chicago. 





Leather Experts Meet 


BOSTON—M. Jules Weill, of Le Cuir 
Moderne, Paris, France, who is making 
an extensive survey of leather manufac- 
turing in the Americas, recently called 
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| “4TH & ARCH STS., PHILADELPHIA 6, PA. 





to exchange views with Carl Ganter of 
the Colonial Tanning Company, Inc., 
here. Mr. Weill, who is the Colonial 
Tanning Company’s agent for France, 
has just completed a tour of important 
tanneries in South America. 





M. JULES WEILL (left) and CARL GANTER 


Prior to the war, Mr. Weill was as- 
sociated with the German tanners, And- 
ler & Oppenheim. The start of hostili- 
ties in 1939 severed this connection. 
Mr. Weill is now endeavoring to bring 
his business back to prewar levels in 
the face of many difficulties. 

France needs leather badly, Mr. Weill 
says, but cannot buy it here at the 
present time because of the dollar re- 
strictions. However, he has hopes that 
the day will come soon when these re- 
strictions will be lifted. 
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IT’S ALWAYS “OPEN SEASON” 


PR OFITS WITH BASS 


“FOR 


THE FINEST SHEARLING 
MONEY CAN BUY... LASKINLAMB 


For outdoor footwear ... fireside slippers, there 
is nothing to equal the luster, depth, and 
warmth of this first and finest of all dyed lamb. 


J. LASKIN & SONS CORP., 130 WEST 30th ST., NEW YORK 1, N.Y 
FACTORIES: MILWAUKEE, WISCONSIN 


©, BASS WEEJUNS... You profit with 


hand-sewn Weejuns, the original indoor- 
outdoor leisure footwear, because there's 
never been a change in the original Bass 
policy — “fo build the best possible shoe 


b for its purpose.” 









BAS. 


New York Office: 


QUAIL HUNTERS - 


OUTDOOR FOOTWEAR 


658 Marbridge Building 


SKI BOOTS - 


WRTON, MAINE | 


SPORTOCASINS 
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Is Your Capital 
Frozen on the Shelf? 


Are you carrying your own stock —and fac- 
tory stock too? That's costly and unneces- 
sary! You can un-freeze your inventory — 
work with half the capital ... carry fewer 
shoes, with the same wide range of sizes and 
widths, yet get at least 4-tmes-a-year turn- 
ever with Etonic Automatic Re-Sizing! 

You carry only the forward stock—we 
catry the reserve stock for you—in Ameri- 
ca’s largest In-Stock range of sizes and widths. 
Here's how it works! 


A Magic Ticket... 

packed with every pair of Etonic First-in-Fit 

Shoes, gives stock number, size and width. 

Evety time you sell a pair, you place the 
| ticket in this Econic Automatic Re-Size Box. 


‘Each Week... 


you slip the collected tickets in this ready- 
postpaid envelope and drop it in 
_ the mail to us. 


We Replace... 


your stock direct from the tickets as soon 
as they reach our In-Stock Department. 


We Write Up... 


the order for you, send you a duplicate. 


In A Few Days... 

the numbers you sold are back on your 
shelves! This way — you can turn yourstock 
4 or more times a year... we carry your 
reserve stock for you! 


Get Details of ... 
Automatic Re-Sizing! 
and Big 4 Profit Plan! 


MAIL THIS COUPON TODAY! 


CHARLES A. EATON COMPANY 
Brockton 64, Mass. 

Please send me details of the Eronic 

Big 4 Profit Plan. 

wre 

Buyer 

Addrss _ ys 5 
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ETONIC 


tor Yunericas best (10 ¢al 11€n 


America’s only “Double Weather-Sealed’’* Styles! 


Let it rain...letitsnow... feet stay dry and comfortable in Etonic’s 
big rugged new “Double Weather-Sealed”’* styles — with waterproof- 
vulcanized leather soles and sole seams exclusive with Etonic! Wear 
them in rain, snow, slush ....you don't need rubbers... they're dry as 
duck’s down! Water stays out! Protection is complete! No other shoes 
like them are made in America! Only Etonic has them...in 18 
different First-in-Fit styles! '" 


iw | 


| ETONIC 


ridin Fe SMOES, 
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Nationally advertised 
in Esquire 


MADE IN THE BOOTSHOP OF CHARLES A. EATON, BROCKTON, MASS Fine Bootma 











To maintain your price lines use the better soles 


that cost less... 








Colonial Tanning Company, Inc. 


Boston 11, Massachusetts 


























SCOUT STYLE No. 922 
Brown Elk @ Mocco Last ¢ Lined 
© Official Cord-on-End Soles ¢ Rub- 
ber Heels 
Boys’ Sizes 1 to 6 © Big Boys’ Sizes 


61, to 12 ¢ Widths A to E 


Rough, Tough and Ready tor the “Hard Knock” Trade! 
HERBERICH'S, AMBRICAS MOST POPULAR LINE OF BOY'S SHOES 

















’ 
| riend in need of every youngster who is really tough on shoes is 
the Gerberich-Payne Dealer. And friend. indeed. of his parents who 
must foot the shoe bill is the sturdy line of shoes with which the 
Gerberich Dealer fits him. 


With each new season more boys wear more Gerberich-Payne 
Shoes which means more and happier parents and. incidentally. 
new additions to the happy. prosperous and ever growing family of 
Gerberich-Payne Dealers. 


STYLE No. 2401 
Brown Joy Veal © Antique Finish 
e Street Last ¢ Double Soles ¢ 
Rubber Heels 
Boys’ Sizes 1 to 6 © Big Boys’ Sizes 


614 toll ¢ Widths A to D 



























STYLE No. 316 


Brown Elk ¢ Sharko Tip ¢ York Last 
e Treated Oak Soles ¢ Rubber Heels 


Boys’ Sizes 2 to 6 ¢ Widths Ato D 








